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Did you 


get yours. 


Our new Net Price List illustrates practically 
our entire line, and there are a number of new 
things shown in this last one. This is the 
most complete list and the nicest looking book 
we’ve ever printed. If you didn’t get a 
copy, write for it. 


Terne Plates 
and 


Coke Tin 








Milwaukee Corrugating Co. 


MILWAUKEE, WIS. 


Branch Office and Factory at Kansas City, Mo. 
Minneapolis Sales Office, Lumber Exchange 
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Price Lisk 












LATEST 
NET 
PRICES 


SHEET METAL 
BUILDING 
PRODUCTS 


ccupaling > 


MILWAUKEE, WIS. 
BRANCH AT-KANSAS CITY MO. 


Minmespols Sales Office 929 Lumbermen's Ex. 


All of our various brands of Terne 
Plate have Coppered Metal base and 
are fully guaranteed. Weight of coat- 
ing stamped on each sheet. 

All styles of Metal Roofing also illus- 
trated and quoted in this latest price 
book. 

Our “‘Aloah” Bright Coke Tin is un- 
excelled for furnace repair work. Order 
now. Can make prompt delivery. , 
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THE FARRIS FURNACE with WATER BASE 


Booth 79 
Section G 


Indianapolis 
Convention 
Mr. Farris will be glad 


to show you the latest 
and best improvement 
- In warm air heating. 


FARRIS FURNACE CO. 
SPRINGFIELD, ILLINOIS 























‘PIPE and PIPELESS 


FURNACES 


\\ LESS FUEL ~ MORE HEAT 





For exclusive territory rights address 


THE WISE FURNACE CO. - - AKRON, OHIO 
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HOW THIRTY-TWO DOLLARS GREW TO MILLIONS 


William Wrigley, the Spearmint man, pos- 
sessed $32.00 in 1890. 

Since then he has spent more than twenty 
million dollars for advertising. 

Recently the William Wrigley Company 
distributed a stock dividend of five million dol- 
lars, or one share for every ten held. 

To say that Mr. Wrigley believes in adver- 
tising is putting it very mildly. 

He lives by advertising—his business is 
based upon advertising. 

The product he makes is not a necessity, in 
the strict sense of the word; people can get 
along without chewing gum. 

But to those who like to exercise their jaws 
outside of for eating and talking purposes, 
there is really only one kind of chewing gum 
—and that bears the name of Wrigley. 

Hardware merchants are not urged to stock 
Spearmint. 

But hardware merchants can draw a lesson 
from Mr. Wrigley’s experience, and that is 
one of the reasons why some men are permit- 
ted to score signal successes—that we may 
learn to do some things in & more efficient 
way than we have done them before. 

There is power in advertising. Millions of 
people are chewing gum today who would not 
be doing so if it had not been for Mr. Wrig- 
ley’s advertising. 

And ninety per cent of all gum chewers are 
customers of Mr. Wrigley. Incidentally, he 


has helped other gum manufacturers to in-. 


crease their sales. They reap where he sowed, 
but that does not worry him. 


No one is known so well nor so favorably 
in any community that advertising cannot 
make him better and more favorably known. 

No hardware merchant can afford not to be 
a regular, consistent user of printed advertis- 
ing. 

If his business is good, advertising will 
make it better and more profitable. 

If his business is small, advertising will help 
him—directly—to increase it. 

If his business is dragging, advertising will 
put new life into it. 

Always provided, of course, that he and his 
stock are such as will furnish a proper founda- 
tion for his advertising. 

The fact that in the past a business has en- 
joyed prosperity and growth without adver- 
tising, is no reason for not starting now to 
advertise. 

That .business would have been greater and 
more soundly established if the owner had 
been a consistent advertiser. 

People buy more frequently and more lib- 
erally of the things you have for sale when 
they are reminded of these things. 

Goodwill is more firmly established when 
based upon a reputation for reliable merchan- 
dise and honest dealings coupled with a con- 
sistent policy of advertising. 

New trade is developed by advertising. New 
lines can be established more quickly and less 
expensively by advertising. 

Be a consistent and regular user of adver- 
tising space in your local newspaper. 

It always pays—in bigger sales and profits. 
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Notes and Sketches. 


By Sidney Arnold 

















© not let people get a wrong 

idea of what you are selling 
either by exaggerating it or by de- 
scribing it imperfectly, is the ad- 
vice given by J. Harvey Manny of 
Manny Heating Supply Company, 
Chicago, Illinois. He furnishes 
this example: 

A woman, wearing an anxious ex- 
pression called at an insurance office 
one morning. 

“IT understand,” she said, “that 
for $5 I can insure my house for 
$1,000.” 


“Yes,” replied the agent, “that 
is right.” 
“And,” continued the woman, 


anxiously, “do you make any en- 
quiries as to the origin of the fire?” 
“Certainly,” was the prompt re- 


ply. 
“Oh!” and she turned. to leave 
the office. “I thought there was a 


catch in it somewhere.” 
* * x 

Someone asked C. F. Nason of 
Grand Rapids, vice-president, Mich- 
igan Auxiliary, what is meant by 
“intrinsic value.” 

He defined it with a story of a 
Michigan lad who was selling a 
litter of puppies. 

“How much are those puppies 
worth, little boy?” asked a young 
woman, stopping. 

“A dollar apiece, except that one, 
and he’s a dollar ten. He swal- 
lowed a dime yesterday.” 

* * * 

J. Edwin Ellis, Secretary and 
General Manager of the Independ- 
ent Stove Company, Owosso, Mich- 
igan, has in the past performed the 
duties of credit man, so he is well 
qualified to speak about this class 
of important executives. 

He is free to admit that a good 
credit man can often and in many 
cases actually does produce addi- 
tional profits for his company, but 
that most salesmen are inclined to 
look upon the credit man as the 
“srouch” of the office.. 


Ellis sent me this clipping whiclf 
gives a very accurate description of 
how the average man in an organ- 
ization looks upon the credit man: 

If he refuses an account, he’s 
crazy ; 

If he accepts it, he’s easy; 

If he asks questions, he’s sus- 
picious ; 

If he doesn’t, he’s 
soul ; 

If he makes you pay, he’s unfeel- 
ing ; 

If he lets it run, he’s careless ; 

If his percentage of loss is high, 
he’s no good; 

If it is low, he 
chance ; 

If he raises a kick, he’s a crab; 

If he keeps still, he doesn’t know 
he’s alive; 


a trusting 


won't take a 


If he wants to increase depart- 
mental expense, it’s absolutely un- 
necessary ; 

If he stays in the old rut, some 
young hot-air artist gets his job. 

There are born salesmen, born 
financiers, born buyers, but who in 
Kingdom Come ever heard of a 

mm Credit Man? 

aK aK ok 

R. C. Cook, Treasurer of 
Thatcher Furnace Company, does 
not very often tell stories, but when 
he does, it is a good one. 

Here is one I heard him relate 
during the recent convention of the 
National Warm Air Heating and 
Ventilating Association in Cleve- 
land: 

A traveler who believed himself 
to be the sole survivor of a ship- 
wreck upon a cannibal isle hid for 
three days, in terror of his life. 
Driven out by hunger, he discov- 
ered a thin wisp of smoke rising 
from a clump of bushes inland, and 
crawled carefully to study the type 
of savages about it. 

Just as he reached the clump he 
heard a voice say: “Why in hell did 
you play that card?” He dropped 
on his knees and devoutly raising 
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his hands, cried: “Thank God, they 
are Christians!” 

* tk * 

A lesson of mercy toward their 
offspring. for parents who saddle 
them with undesirable names is 
contained in the following item sent 
me by A. M. Doll, treasurer Lov- 
ell Manufacturing Company, Erie, 
Pennsylvania: 

A Mobile darky was asked what 
name he had given his youngest 
son. 

“Erasmus 


Pro Tem Johnson, 


suh,” 

“But why the ‘Pro Tem’? 

“Well, suh, dat am to show de 
name am only temporaneous, suh. 
We figgered as how Erasmus might 
want to choose his own name when 
he growed up, so we put in ‘Pro 
Tem’ as a warnin’ to de public.” 

a ok x 


Make your advertisements sin- 
cere and to the point, is the advice 


of W. I. Buchanan, advertising 
manager of the Malleable Iron 
Company, Beaver Dam, 


Range 
Wisconsin. 
notes, he adds. 

By way of illustrating what he 
means by “false notes,” he submits 
the following announcement: 

Married—At the residence of the 
bride’s father, on the N. W. corner 
of Ash and Windham streets, be- 
ing the only three-story pressed 
brick house in the block, Lizzie 
Jane, youngest and only daughter 
of Dr. Ichabod Cornelius Spooner, 
discoverer and sole owner of the 
famous Spooner Cough Chaser, 
price 35c per bottle—to J. Morti- 
more Smith, eldest and only son of 
Hon. Sylvanus Lincoln Smith, esq. 

Don’t Double the Trouble. 


If to me you tell your troubles 
And if I tell mine to you, 

Each in a moment doubles 
The crop that first he grew. 

The world will seem vexatious, 
We will long for distant spheres, 

As we seek a spot more spacious 
To accommodate the tears. 


Keep it free from false 


Tf a cynical impression 
Dominates your state of mind, 
Don’t obstruct the joy procession 
For the rest of human kind. 
Some hopes are only bubbles, 
But we all desire a few; 
So, please don’t tell me your troubles 
And I won't tell mine to you. 
—Washington Star. 
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Annual Convention of National Association of Stove 


Manufacturers Has Confidence in Business Revival. 


The Association Is Entering upon the Second Half Century of 
Its Existence With Increased Vitality and Greater Usefulness. 


EGINNING the first year of 

the second half century of its 
existence, the National Association 
of Stove Manufacturers gathered 
in Convention at the Hotel Astor, 
New York City, May roth and 11th, 
with a deepened conviction of the 
value of the philosophy upon which 
the organization is based, namely, 
“principles, not rules.” 

The remarkable vitality of the 
Association and its successful main- 
tenance for more than half a cen- 
tury can be attributed to no other 





Rotert M. Leach, Re-elected Pres- 
ident. 


cause than the carrying out of this 
great motto in which rules and 
regulations and passing expedients 
are made subservient always to 
principles. 

The stove industry has prospered 
because the members of the Na- 
tional Association of Stove Manu- 
facturers have consciously applied 
the philosophy of their organization 
to the operation of their plants. 

The fifty-first annual meeting of 
the Association afforded opportuni- 
ty to the members for reaffirming 
their faith in the practice of princi- 
ples and for discussion of technical 
matters relating to the welfare of 
the stove industry. 


The first session of the conven- 
tion was devoted to routine matters 
and reports of committees. The 
keynote of the meeting was sound- 
ed by Robert M. Leach, in his an- 
nual address as President of the or- 
ganization. 

His message to the convention is 
herewith reproduced in full: 
Annual Address of President Robert 

M. Leach. 

“We are meeting today in our 
fifty-first annual convention. The 
first year of the second half cen- 
tury has been a most difficult one. 
The period of readjustment is al- 
ways difficult. 

“We were working on war-time 
costs and trying to reduce our 
prices to meet the demand of the 
public. Even with reductions in 
prices they would not buy, and in 
many cases, could not on account 
of unemployment. 


“Considerable reduction has now 
been made in selling prices, also in 
material and labor, and it is doubt- 
ful if there will be much more re- 
duction for some time, but further 
readjustment will be gradual. 

Costs, however, must be reduced 
still farther if we are to show a bal- 
ance on the right side of the ledger. 

“This same readjustment occurs 
also in our financing. 

“The business failures increased 
each month during the year, until 
January, 1922, showed the greatest 
number of any one month since 
January, 1915, but in the past few 
months there has been a decline. 

“General business in 1922 is 
showing improvement in many lines 
and each month seems to be better 
than the corresponding month of a 
year ago. 

“Therefore, I venture the predic- 
tion that this year will bring more 
normal conditions; that business 
has turned the corner and is on the 
road to recovery. 


“The war taught us some lessons 
on cost and eliminations, but have 
we made the most of them? 

“The Government compelled us 
to cut down our lines fifty per cent 

this to save investment, increase 
production, and lessen costs, but I 
doubt if there is a manufacturer 
who has not a larger line today than 
when the war ended. 

“The 


has been working along this line 


Secretary of Commerce 


and you will be priviféged today in 





Robert S. Wood, Re-elected 
Secretary. 


hearing from one of Secretary 


Hoover's assistants, Mr. Durgin, 
just what the Government is trying 
to accomplish in the Bureau of 
Standards for the benefit of indus- 
try. 

“We should all make a special 
effort to hear him, as this subject is 
vital to our industry. 

“Last May you instructed the 
Secretary to gather statistics from 
President Van 
Myers, 


our members, and 
Cleave appointed Messrs. 
Moore, and Mitchell as a commit- 
tee to prepare the questionnaire, 
with the result that the question- 
liaire was, to my mind, as nearly 
perfect as possible. 

“The results obtained, which will 
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be set forth by the Secretary in his 
report are rather disappointing. 

“Either you do not keep those 
records, or you do not care to give 
them out. 

“Every manufacturer should 
have been able to answer those few 
simple questions, and you certainly 
could not have given them to a more 
trustworthy man than Secretary 
Wood. 

“Certainly the Government does 
not object, in fact, encourages the 
gathering of statistics in an indus- 
try, when such statistics are not 
used in adjusting selling prices. 

“When Mr. Hoover became Sec- 
retary of Commerce, he found the 
Bureau of Census behind in its 
methods. Its work was of very lit- 
tle immediate service. Its analysis 
of conditions in some of our ma- 
jor industries were made only at 
four or five year intervals, and not 
published for a year or more after 
gathering, and then. only in dol- 
lars. 

“But the figures now gathered by 
the Bureau are far more frequent, 
and are published in about ten days 
after they are received, both in 
terms of commodities, as well as 
dollars; and I believe the time will 
come when the Government will 
ask all manufacturers to file fre- 
quently some figures regarding their 
business, and I feel sure there is 
some advantage to us all to know 
the trend of the stove business from 
time to time in different parts of 
the country. 

“In reviewing the other work of 
the year I must first call your at- 
tention to that done by your Secre- 
tary. 

“His report will show some of 
this work; he has visited our man- 
ufacturers frequently in all sections 
of the country, helping many with 
their cost problems and at the same 
time following closely all rulings of 
the Government regarding associa- 
tions and business, and notifying 
you immediately everything of im- 
portance. 

“Your attention should also be 
called to the work of your Traffic 
Manager. I have encouraged his 
visiting all local associations at least 
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once during the year, and explain- 
ing to them freight conditions in 
the country. Most of our members 
do not use that department enough. 

“If you have any local freight 
troubles, excessive breakage or de- 
layed shipments in any section, you 
will get relief by advising Mr. Ow- 
en. His report will show some of 
the work he has been doing. 

“We have continued the custom 
of quarterly Secretaries’ Meetings, 
your President, Secretary and Traf- 
fic Manager being present at each 
meeting. 

“They were held at Buffalo in 
August, in New York City in No- 





W. G. Terstegge, Elected 
to Execeutive Com- 
mittee. 


vember, in Richmond, Virginia, in 
February and yesterday at this ho- 
tel. 

“These Secretaries’ Meetings can 
do a great deal of good for the stove 
industry, but not unless you will 
cooperate. Some must have condi- 
tions which bother them in o.*2r 
sections of the country. Why i 
have your local secretary bring 
these up at a Secretaries’ Meeting, 
then each secretary can get the full 
information and bring it up to his 
local members and report back? 

“An example of this work was 
in enamel ranges. Some manufac- 
turers were using seven different 
colors. 

“A suggestion of two colors was 
made and brought up at a Secre- 
taries’ Meeting, discussed and each 
secretary brought it before his local 
and it was reported back at our 
next meeting that every section of 
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the country but one would adopt 
two colors, and that section would 
work to that end. 

“The local secretaries’ reports 
will give you more information 
about their work. 

“It is very gratifying to learn 
from our secretaries that we have 
not lost a single member by death 
during this year. I certainly hope 
we will be as fortunate during the 
coming year. 

“Before closing allow me to thank 
the members for the very pleasant 
times I have had while visiting lo- 
cal association meetings—in Sep- 
tember with the Western Central 
at St. Louis and again in January 
at Chicago; the Empire Association 
in September at Rochester, New 
York, the Maryland and Virginia 
in February at Richmond, Virginia, 
and last but certainly not least, the 
hospitality of the South was dem- 
onstrated at the meeting of the 
Southern Association at Nashville, 
Tennessee, which I attended in Feb- 
ruary. 

“Also let me thank you all for 
the cordial support you- have given 
our officers during the year.” 

At the conclusion of President 
Leach’s thoughtful address came 
the Treasurer’s report, the’ report 
of the Secretary, the Traffic Com- 
missioner’s report, and the report 
of the Executive Committee. 


Wednesday afternoon’s session 
was devoted to the subject of sim- 
plification of production and design 
and to a study of the methods for 
preventing loss and damage to 
stoves. 

Advantages of a cost adviser in 
local associations, the elimination 
of a large variety of enamel colors, 
and the value of credit bureaus in 
each local association were the main 
topics which occupied the attention 
of the delegates during the conclud- 
ing session of the Convention. 

The officers for the coming year 
were then elected as follows: 

‘President: Ropert M. Leacu, 
Weir Stove Company, Taunton, 


Massachusetts ; 

First Vice-President: Grorce D. 
WiLxinson, Cribben and Sexton, 
Chicago, Illinois ; 
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Second Vice-President: HENRY 
J. Karces, Indiana Stove Works, 
Evansville, Indiana; 

Treasurer: SHERMAN S. JEWETT, 


Jewett and Company, Buffalo, 
New York; 
Secretary: Roperr S. Woop, 


Troy, New York. 
Executive Committee: WILLIAM 


AMERICAN 


ARTISAN AND HARDWARE RECORD 17 


HENRY WARREN, Chairman; J. P. 
Barstow, Rosert G. Bryan, E. 
T. Harrison, Francis Pacms; J. 
T. TEMPLETON, and WALTER TER- 
STEGGE. 

The next annual meeting of the 
National Association of Stove Man- 
ufacturers will be held at Rich- 
mond, Virginia. 


Stove Founders’ National Defense Association 
Holds Its Thirty-seventh Annual Convention. 


By Practicing a Policy of Arbitration, the Association 
Has Maintained Peace and Good Will in the Industry. 


N THESE days of social and in- 
dustrial unrest, with bombings, 
strikes, lockouts, and consequent 
distress and bitterness in many pro- 
ducing centers, it is most reassuring 
to find the principle of arbitration 





George Mitchell, Reelected 
President. 


in full working effect through the 
Stove Founders’ National Defense 
Association. 

The thirty-seventh annual meet- 
ing of this organization, held May 
oth in Hotel Astor, New York 
City, marks the uninterrupted main- 
tenance of peace and good will in 
the stove industry through the prin- 
ciple of arbitration between employ- 
ers and their men. 

It was in 1891 that representa- 
tives of the Stove Founders’ Na- 
ticnal Defense Association and of 
the International Molders’ Union of 
North America came together for 


the purpose of finding common 
ground upon which they could ami- 
cably adjust their differences. A 
conference was formed of twelve 
members, consisting of six from 
each organization. 

The principle of arbitration was 
adopted as the logical method of 
settlement of any disputes which 
might arise between the members 
of the International Molders’ 
Union of North America and the 
Stove Founders’ National Defense 
Association. 

In the first conference it was de- 
cided by the Presidents of the two 
organizations and the Conference 
Committee that neither party to the 
dispute should discontinue opera- 
tions, but should proceed with busi- 
ness in the ordinary manner. 

The following year the Confer- 
ence of 1892 agreed that the gen- 
eral rate of molders’ wages should 


be established for each year without 


change. 
Throughout the succeeding years, 
[Throughout the succeeding yea 
other agreements were reached 


which have had the effect of main- 
taining peace and good will in the 
stove industry. 

The workers have enjoyed unin- 
terrupted prosperity, freedom from 
uncertainties, hardships, and _ran- 
cor of strikes and lockouts. 

The thirty-seventh annual meet- 
ing of the Stove Founders’ Nation- 
al Defense Association reaffirmed 
the principle of arbitration and ex- 
pressed confidence in the contin- 
uance of the advantages which have 
been derived during the past from 


the application of this method of 
conference and agreement in the 
stove industry. 

The proceedings of the meeting 
were in the nature of an executive 





Robert W. Sloan, Reelected 
Secretary. 


session at which the following off- 
cers were re-elected for the ensuing 
term: 

President: GrorGe MITCHELL, 
of the Pittston Stove Company, 
Pittston, Pennsylvania ; 

First Vice-president: Joserpn L, 
ANTHONY, of the Weir Stove Com- 
pany, Taunton, Massachusetts ; 
Lewis 


Second Vice-president : 














D. Rait Richardson, Reelected to 
General Executive Committee. 


Moore, of Moore Brothers Com- 
pany, Joliet, Illinois ; 

Treasurer: WILLIAM Dwyer, 
of the Art Stove Company, Detroit, 
Michigan ; 
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Secretary: Roperr W. S Loan, 
Scranton, Pennsylvania. 

General Executive Committee. 

GeorGE MITCHELL, Pittston, 
Pennsylvania ; 

Joseru L. 
Massachusetts ; 

Lewis Moore, Joliet, Illinois ; 

Wittram A. Dwyer, Detroit, 
Michigan ; 

RicHarp E. WarNeER, Taunton, 
Massachusetts ; 

D. Rair RicHArpson, New York 
City ; 

JAMES 
Ohio: 

Lee W. Van Creave, St. Louis, 
Missouri ; 

W. T. Barsour, Detroit, Michi- 
gan. 


ANTHONY, Taunton, 


MiIrcHELL,~ Cleveland, 


District Committees. 

Hirst District: 

J. L. Antuony, Taunton, Mas- 
sachusetts ; 

A. W. Waker, Boston, Massa- 
chusetts ; 

R. E. WarRNER, Taunton, Massa- 
chusetts ; 

L + 
Rhode Island; 

FRANKLIN LAWRENCE, Portland, 


3ARSTOW, Providence, 


Maine. 
Second District: 
J. A. LANsING, Scranton, Penn- 


sylvania ; 


E. F. Hirt, Peekskill, New 
York: 

I, N. Braver, Rochester, New 
York: 

Pact Brooke, Royersford, Penn- 
sylvania ; 

W. M. Jones, Richmond, Vir- 
ginia. 
Third District: 

GeorceE H. Barpnour, Detroit, 
Michigan ; 

James M. Dwyer, Detroit, Mich- 
igan; 

W. T. Barsour, Detroit, Mich- 
igan ; 

Davip F. Kann, Hamilton, 
Ohio; 

H. J. Karces, Evansville, In- 
diana. 


Fourth District: 

N. H. Burt, Leavenworth, Kan- 
sas; 

L. W. Van CLeAve, St. Louis, 
Missouri; 

Lewis Moore, Joliet, Illinois; 


Georce D. WILKINSON, Chicago, 
Illinois ; 

T. P. Castle, Quincy, Illinois. 

The Stove Founders’ National 
Defense Association has amply jus- 





' 


Lee W. Van Cleave, 
Reelected to General 
Executive Committee. 


tified its existence during thirty- 
seven years of its activities. The 
fact that its members have been able 
to pass through the recent period of 
readjustment without serious indus- 
trial conflicts of any description is 
the highest tribute that can be paid 
to their wisdom in carrying out the 
principle of arbitration. 


Month of April Breaks Record 
of Michigan Stove Company. 


From the point of view of busi- 
ness transacted, the month of April 
signalized the biggest achievement 
of the Michigan Stove Company, 
Detroit, Michigan, in its half cen- 
tury of production. 

The Michigan Stove Company 
makes the “Garland” stoves, ranges, 
and warm air heaters; and its April 
business was not only the biggest in 
the actual dollars and cents value 
of shipments, but also in units 
shipped and in volume of new or- 
ders received. 

The Garland business for the first 
four months of the year, as com- 
pared with 1921, shows an increase 
in pay roll of 86 per cent, an in- 
crease in unit shipments of 135 per 
cent and an increase of iron ton- 
nage melted of 410 per cent. 

This increase has been general 
in all parts of the country, the vol- 
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ume being particularly noticeable 
ou the Pacific Coast, the Middle 
Atlantic states, and the Middle 
West. 





Oldest Employee of Borden Stove 
Company Passes Away. 


Announcement is made by the 
sorden Stove Company, Philadel- 
phia, Pennsylvania, of the passing 
away of Clark B. Smyth which oc- 
curred Saturday, May 6th, at his 
residence in Pensauken, New Jer- 
sey. 

Mr. Smith was the oldest em- 
ploye and associate of the Borden 
Stove Company and his loss is deep- 
ly felt by everyone connected with 
the company. 





One Yell Is Better Than 
Five Whispers. 

In case you have not heard the 
story and applied its lesson, here is 
the example: 

The story is told of a man who 
had a message for everyone in an 
auditorium. He wanted to tell the 
people about his attractive proposi- 
tion. 

He went to the man at the door 
and said: “How much will you 
charge me to whisper?” 

“I will charge you $5 to whis- 
per,’ said the doorman. 

“How much will you charge me 
to yell?” 

“IT will charge you $25 to yell.” 

The man decided he would take 
five whispers. 

When you are spending your 
money for advertising, spend it for 
results. 

When an expensive mailing or 
large space is needed it is penny- 
wise policy to “economize.”’ 

When outside aid is needed, such 
secured. It 


counsel should be 


pays! 








A spaghetti manufacturer, plan- 
ning to market his product in Cuba, 
has learned that the duty on spa- 
ghetti is quoted at so much per 
kilo. He is trying to find out 
whether this refers to kilograms or 
kilometers.—The Credit Monthly. 
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Events and Progress of the Hardware T'rade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Advertising Convention Will 
Benefit Retail Dealers. 


The annual convention of the As- 
sociated Advertising Clubs of the 
World, which will be held in Mil- 
waukee, Wisconsin, June II to 15 
will, in reality, be a group of twen- 
ty-five important advertising con- 
ventions in one, for during half the 
time, it will divide itself into sec- 
tional meetings for the close-up 
study of the individual advertising 
problems of those who attend. 

The national program committee, 
which has charge of the program, 
feels that it is especially important, 
this year, that business men have 
opportunity to throw their own 
problems into the meetings, and 
much time will be devoted to the 
sectional gatherings. 

One of the most important of 
these group meetings will be that 
at which newspaper advertising will 
be discussed, both by advertisers 
and newspaper men, and the adver- 
tising agents of the country are 
planning to dismiss their special 
group meeting for one-half day, at 
least, to attend the meeting on news- 
paper advertising. 


Sessions for retail. advertisers 
will be addressed by the managers 
of stores whose sales have mate- 
rially increased during. the last few 
months when business generally 
had been harder to get, and they 
will tell in detail how they have ap- 
plied advertising to their selling 


problem, creating new sales and new 


customers through the power of the 


printed word. 

Such stores have found that when 
sales are harder to make is the time 
of all times when they should adver- 
tise with the most vigor, not only 
using more advertising space, but 
making the best possible use of that 
which they do employ. 

In these and all the other divi- 
sions of the conventions, the pro- 
gram committee plans for the 5,000 
or 6,000 business men who will at- 
tend to go a little deeper into the 
problems of business than at pre- 
vious advertising conventions, and 
not only will advertising be studied 
intensely, but attention will be de- 
voted to the many things in busi- 
ness management which must dove- 
tail with good advertising to make 
it pay best. 


Get in on Ground Floor of Radio Trade by 


Featuring Its Supplies in Your Advertising. 


You Can Derive Some Suggestions of What Kind of Copy 
to Use from the Advertisements of Two Chicago Dealers. 


OU can get in on the ground 

floor of the radio supply trade 
by beginning right now to feature 
radio supplies in your advertise- 
ments, 

It is a certainty that wireless 
telephony and wireless telegraphy 
are not fads which depend upon the 
more or less fickle sentiment of the 
public. 

On the contrary, they are estab- 
lished agencies of communication 
which are sure to undergo great im- 
provements as time goes by. 


The wireless is here to stay. 

It is going to become part of 
every household and will be made 
@ permanent factor in the educa- 
tion and public 
opinion. 

Logically, the hardware store is 


development of 


the natural medium of distribution 
for radio supplies. 

Many of the things used in wire- 
less telephony are staple commodi- 
ties in the average hardware store. 

The hardware dealer, therefore, 
who begins now to feature radio 


supplies in his advertising and who 
lets the public know that he is pre- 
pared to serve them intelligently is 
laying the foundations for a per- 
manent and profitable income from 
the sale of radio supplies. 

At the present stage of develop- 
ment, it does not require a heavy 
investment to lay in a stock of radio 
supplies to meet the average re- 
quirements of the day. 

A suggested radio stock includ- 
ing Audion sets as well as Crystal 
sets can be bought for less than 
five hundred dollars. 


RADIO SUPPLIES 


7-Strand Copper, 2200 Ohm Ameri- 
Aerial Wire, 100 can Head Sets, $8. 
feet, 85c. 43-Plate Murdock 
Pur-A-Tone Crys- | Condenser, . 
tal Detector, $2.25. | Brack Lizhtning 
Keystone R adio | Arrester, $2.50. 





Lightning Arrester, | Condenser Pilates, 

$2. each, 3c, 

American Ever Ready “B” Batteries, 23, 
43 and 45 volt. 


Crystal Sets, $15.00 and up 
Complete Ratio, Crates for Immediate 
ery. 


KRAUT & DOHNAL 


325 South Clark St. 











Advertisement of Kraut & Dohnal, 
Hardware Dealers, Reprinted from 
The Chicago Daily News. 


The things most commonly in 
demand are shown in the two ad- 
vertisements of Chicago dealers re- 
produced herewith. 

They contain suggestions which 
will help you in making up your 
copy for advertising radio supplies. 

It is not necessary that you should 
mention all the various articles 
which you have in your stock. 

It is best, as in the case of the 
Stebbins Hardware Company and 
Kraut and Dohnal, to list eight or 
ten articles which are in demand, 
and let them be the leaders that 
conduct the buyer toward other 


radio supplies which you carry in 


stock. 
In the April 8, 1922, issue of 
AMERICAN ARTISAN AND HArp- 


WARE REcorD, appeared an editorial 
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bearing the title, “You Can Sell 
Radio Equipment and Supplies.” 
In that editorial, we pointed out 
that you do not need to make a 
heavy investment in radio outfits. 
In fact, you were advised not to 
spend much money at first in stock- 
ing up, for the reason that govern- 
ment rules were about to be issued 
regulating the use of various wave 
iengths, and stating that, therefore, 
the cheaper grades of receiving sets 


ARTISAN 


for amateur telegraphy and tel- 
ephony and for technical training 
schools, the amateur having exclu- 
sive rights to 150-200 meters,. while 
the training schools must use 200- 
275. 

There is also restricted special 
wave of 310 meters for special 
amateur radio telegraphy, this to be 
used by a limited number of inland 
stations, and only where it is neces- 
sary to bridge sparsely populated 








STEBBINS 


Quality Radio Supplies 





HEAD SETS 
2,000 to 3,000 Ohms, 
$6.00 to....... $10.50 


CONDENSERS 
23 Plate, Variable. 
43 Plate, Variable. 
Variometers ...... 


Varicoupler ..... 


. $3.75 
. $4.50 
. $4.50 

se - 


Binding Posts...... 


Stebbins a Co. 


15 to 21 W. VAN BUREN STREET 
JUST WEST OF STATE ST. 











B. BATTERIES 


22% Volt........~.$2.25 
Variable Voltage. . . $3.00 


A. BATTERIES 
6 Volt. 40 Amp. Radio 
Storage Batteries, $11.50 


SWITCHES 
. $1.35 














Advertisement of Stebbins Hardware Company, Reproduced from The Chicago 
Daily News. 


would have to be changed to con- 
form with the requirements. 

The government regulations are 
practically in shape now for adop- 
tion. 

The hardware dealer who decides 
to add this profitable line to his 
business is advised carefully to read 
the following report from the radio 
telephone conference: 

This conference, called some time 
ago by Secretary of Commerce 
Hoover to help solve the present 
chaos in the air, on April 27th, ren- 
dered its final report, on which will 
be based control legislation to be 
asked of Congress. The report is 
the outgrowth of tentative sugges- 
tions made a month ago by experts 
and subsequently reviewed. 

Under the final report a wave 
band of 150-275 meters is assigned 


areas or to overcome natural bar- 
riers. 

“Tt is recommended,” says the re- 
port, “that the wave band assigned 
to amateurs, 150 to 275 meters, be 
divided into bands according to the 
method of transmission, damped 
wave stations being assigned the 
band of lowest wave lengths, inter- 
rupted or modulated continuous 
wave radio telegraph stations the 
next band, radio telephone stations 
the next band, and finally, unmodu- 
lated continuous radio telegraph 
stations the band of highest wave 
lengths. 

“Tt is recommended that amateurs 
be permitted to carry out broadcast- 
ing within the wave lengths as- 
signed by the Secretary of Com- 
merce to amateur radio telephony.” 

As the conference was designed 
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primarily to recommend govern- 
ment control, the report suggests 
that Secretary Hoover be authorized 
to govern the establishment of all 
radio transmission stations except 
amateur, experimental and govern- 
ment, and also the operation of non- 
governmental stations. 

These recommendations will be 
carried out in the bill now being 
drafted by Representative White of 
Maine. 

The conference passed resolutions 
declaring radio- communication a 
public utility that should be con- 
trolled by the government, and rec- 
ommended that “the type of radio 
apparatus most effective in reduc- 
ing interference should be made 
freely available to the public with- 
out restriction.” 

There was such a demand for 
wave bands that the conference dis- 
approved “of the elimination of es- 
sential services by the introduction 
of indirect advertising which might 
be expected to require extensive as- 
signment of wave bands if per- 
mitted at all.” 

It decided that indirect advertis- 
ing should be limited to a state- 
ment of the call letter of the send- 
ing station and of the name of the 
concern responsible for the matter 
broadcasted, even this to be subject 
to further regulation under the pro- 
posed control. 

“Point to point” 
or communication between two 
fixed points, instead of general 
broadcasting, is discouraged by the 
conference, which says this method 
should not be used when other 
means are available—for instance, 
the land telephone and telegraph. 
The conference thinks too much air 
space is used in “point to point” 
work, 


communication 


Recommendations are made that 
the Secretary of Commerce assign 
to each radio telephone broadcast- 
ing station a power range of 600 
land miles for government stations, 
250 miles for public broadcasting 
stations, and 50 miles for private 
and toll broadcasting stations; that 
the same wave band or overlapping 
wave bands should not be assigned 
to stations within these distances of 
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each other; government, 1,500 
miles; public, 750 miles; and pri- 
vate and toll, 150 miles. 

Special recommendations _ per- 
taining to amateurs offered by the 
conference are that the status of the 
amateur and the limits of the wave 
band allotted to him be specified by 
law; that the amateur continue un- 
der the jurisdiction of the Depart- 
ment of Commerce, and that for 
the purposes of self-policing among 
the amateurs, amateur deputy radio 
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inspectors be created, elected from 
their number by the amateurs of 
each locality. 

The conference adopted at its 


final meetings a new provision rec- 


ommending that the operation of 
government stations be conducted 
in such a manner as not to inter- 
fere with commercial traffic and 
broadcasting. 

The report recommends the ap- 
pointment by the President of an 
advisory committee to the Secretary 
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of Commerce to consist of 12 mem- 
bers, half of whom shall be from 
the government and half from civil 
life. 

The general allocation of wave 
lengths provides: Transoceanic 
service, 6,000 meters; fixed radio 
telephony, non-exclusive, 3,300; 
mobile service, non-exclusive, 
2,650; government broadcasting, 
2,050; aircraft, 1,550; city and state 
public safety broadcasting, exclu- 
sive, 285; amateur, 275. 


Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE REcOoRD Window Display Competition. 


WINDOW EXHIBIT GETS 
FOURTH PRIZE. 


People whose livers are out of 
order are in the habit of nodding 
approval to the statement that the 
human race has made little progress 
through the centuries. 

They give full assent to the as- 
sertion that our civilization is only 
a veneer and that if you scratch the 
average human being, you find the 
barbarian close to the surface. 

Actually, such folk believe that 
there is only a thin wall of conven- 
tionalities between us and the ages 
of savagery. 

Prehistoric man did not eat at a 
table covered with immaculate lin- 





em and equipped with plates and 
cups and saucers and other table 
ware. 


He ate his meat from the bone 
and had no finger bowls at the end 
of the repast. 

When he advanced far enough to 
use cooking vessels, they were 
crude, drab and inartistic. 

No matter what bilious people 
may say to the contrary, we have 
traveled a long way from the stage 
of development of the days when 
our ancestors stood on their hind 
legs and began to gnaw at bones. 


The sanitary kitchen of today 
with its shining cooking utensils, 
its white enameled ranges, and its 


attractive equipment, is as much a 
proof of permanent civilization as 
universities and newspapers. 

The snow white kitchen ware 
shown in the accompanying photo- 
graph of the window display ar- 
ranged for the Bunting Hardware 
Company, 810 Walnut Street, Kan- 
sas City, Missouri, by Otto J. 
Gress, is universal in its message to 
the people of today. 

This window display was award- 
ed fourth prize in AMERICAN 
ARTISAN AND HARDWARE REcorRD 
Window Display Competition. 

It conveys the impression of cool 
cleanliness to the eye of the ob- 
server. 











Window Display of White Enameled Ware Awarded Fourth Prize in American Artisan and Hardware Record Window 
Display Competition. Designed and Arranged by Otto J. Gress for Bunting Hardware Company, 810 Walnut 


Street, Kansas City, Missouri. 
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Not only do we no longer gnaw 
at bones, but, as the saying has it, 
we have learned to eat with our 
eyes. 

Our appetites are stimulated. by 
the way in which food is cooked 
and served. 

The sight of snow white kitchen 
utensils actually stirs one’s hunger 
and makes food more savory. 

The window display under dis- 
cussion is arranged in such fashion 
as to heighten the persuasiveness of 
this white enameled ware, because 
the commodities are shown in con- 
nection with their use in the 
kitchen. 

There is a white kitchen table, a 
white kitchen cabinet, a white enam- 
eled ice box and a kitchen range 
with white enameled door panels. 

The principle of the association 
of ideas is, therefore, employed 
with good effect. 

It is easy to visualize this beauti- 
ful white enameled ware in one’s 
own kitchen after observing it in 
this window exhibit. 

Worthy of especial praise is the 
care which Mr. Gress exercised in 
avoiding the use of too many arti- 
cles in making up this display. 

It will be noted that there is plen- 
ty of space between the various ob- 
jects in the window, so that the eye 
is not larrassed by a multiplicity of 
details. 

The passer-by sees a composite 
picture of a sanitary kitchen free 
from the distraction of anything 
foreign to the message which this 
window display is designed to con- 
vey to him. 

Excellent application is made of 
the manufacturer’s posters in order 
to give emphasis to the brand of 
white enameled ware on exhibit. 

The placard on the floor of the 
window underneath the cut-out fig- 
ure of the house wife bears the sig- 
nificant title of “The Kitchen Beau- 
tiful.” 

As described by Mr. Gress, who 
designed this display, the floor is 
covered with blue and white wall 
paper giving a tile effect. 

The blue and white lawn curtain 
near the center of the background 
adds a home-like touch. 


The neutral color of the back- 
ground serves admirably to en- 
hance the whiteness of the objects 
in the display. 

As a logical consequence of the 


-character of this window display, 


sales of white enameled ware were 
greatly increased during the time 
that this exhibit was in the window. 

Window advertising is gainful if 
it is done intelligently and with due 
observance of the principles of 
salesmanship. 

The hardware dealer who wishes 
to build up a lucrative trade would 
do well to study carefully this prize- 
winning window display. 





Chicago Invites You to the 
Pageant of Progress. 


The Second Annual Internation- 
al Pageant of Progress Exposition, 
at Municipal Pier, Chicago, Illinois, 
opening Saturday, July 29, and clos- 
ing Monday, August 14, 1922, holds 
promise of being more successful, 
both in point of exhibits and atten- 
dance, than the remarkable event 
of 1921. 

Last year every foot of the 3% 
miles of exhibit booths was occu- 
pied by commercial, industrial, and 
educational exhibits, and the atten- 
dance reached the million mark. 

This year the exhibits. will be even 
more extensive, better organized and 
more attractive, and an attendance 
in excess of 1,500,000 is being pro- 
vided for. 

The entertainment features, re- 
markable as they were last year, 
will excel anything hitherto attempt- 
ed in Chicago. In character and 
magnitude they will be in keeping 
with this great Exposition. 

Spectacular events, in the air, on 
land and water, morning, afternoon 
and evening, will add materially to 
the enjoyment of a visit to the 
Pageant. 

Buyers have come to realize that 
it is possible to transact more busi- 
ness in one day at this great trade 
Exposition than can be done else- 
where in thirty days, in ordinary 
circumstances. They come from 
all parts of the world with the as- 
surance of seeing the latest and best 
products and wares of America’s 
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leading manufacturers and dealers. 

Indications are that. the atten- 
dance of buyers this year will great- 
ly exceed that of last year, and last 
year’s showing was regarded as sat- 
These are facts that no 
progressive business man can af- 
ford to overlook. 

Among other notable develop- 
ments in connection with this year’s 
Exposition will be the establishment 
of a section devoted exclusively to 
the Exhibits of foreign govern- 
ments. 

In the “Concourse of Nations’ 
will be found the official representa- 
tive of practically every civilized 
country in the world. This marks 
the advent of the Pageant of Prog- 
ress Exposition as an annual event 
of international significance. 

As an educational institution the 
Pageant of Progress Exposition af- 
fords superior advantages for the 
observation and study of progress 
not only in commerce and industry, 
but also in the arts and sciences. 

The leading educators of the Cen- 
tral West, headed by President 
Kinley of the University of Illi- 
nois, are giving their best thought 
and effort to the educational fea- 
tures of the Exposition. 


> 


Governmental departments, fed- 
eral, state and municipal, are pre- 
paring exhibits of highly interesting 
and informative character. 

Incorporated as a part of the 
Pageant is the Health and Sanita- 
tion Exposition, the most extensive 
and complete demonstration of its. 
kind ever presented. 

A distinctive feature of the lat- 
ter will be the $50,000 health exhib- 
it consisting of mechanical models 
and numerous other ingenious and 
educational devices developed by 
the national magazine, Health. 


Chicago invites you to attend the 
Pageant of Progress Exposition 
and the suggestion is offered that 
you make Pageant time your vaca- 
tion time. Come and see the Page- 
ant, and, incidentally, enjoy the 
superior advantages that Chicago. 
offers as a summer resort. 





Promises that are hardest to ob— 
tain are surest of fulfillment. 
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_ Emphasizes the Importance 


of Trade Journals. 

News as it is given to the public 
by the newspaper, trade journals 
and other publications of the coun- 
try is the mainspring of prosperity 
and is fundamental to our civiliza- 
tion, ‘First Assistant Postmaster 
General Bartlett declared in ad- 
dressing the Marion, Ohio, Cham- 
ber of Commerce in connection with 
observance throughout the country 
of “Postal Improvement Week.” 

One of the chief aims in the ad- 
ministration of the postal system, 
he explained, was to see that the 
people received their newspapers 
and trade journals promptly and 
regularly and the department in- 
vited, he added, criticism and in- 
formation as to any delay in transit. 





How Do Your 1922 Sales Figure 
in Comparison with Other Years > 


The months of January, Febru- 
ary, March and April of 1922 
showed sales totals for the Chandler 
Hardware Company, Sylvania, 
Ohio, each of which was greater 
than for the corresponding months 
of any other year of their more than 
thirty-one years’ experience. 

The first two weeks of April, 
1922, almost equaled the entire 
month of April, 1920, which showed 
sales of $20,000—the biggest month 
they ever had. 

How do your sales compare with 
this record? 

Can you show records which 
show a similar growth? 

And keep in mind that the Chan- 
dler Hardware Company does busi- 
ness in a town of less than 1,700 
people, located only eleven miles 
trom Toledo, with electric car and 
auto bus service every half hour 
during the day between Sylvania 
and Toledo. 





John H. Patterson, Head of 
National Cash Register Company, 
Passes Away. 

Taken suddenly ill on a train, 
John H. Patterson, Chairman of 
the National Cash Register Com- 
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pany’s Executive Committee, passed 
away a few days ago. 

Mr. Patterson relinquished the 
arduous labors of the presidency 
about two years ago and spent most 
of 1921 in Europe. 

It is quite within the limits of 
fairness to state that very few men 
have had as much to do with im- 
proving the accounting methods of 
the retail merchants all over the 
world as Mr. Patterson, if indeed 
anyone else can be put in the same 
class. 


Who Makes “‘Higrade”’ 
Refrigerator? 
To AMERICAN ARTISAN AND 
Harpware Recorp: 
Will you kindly tell me who man- 
ufactures the “Higrade” refriger- 
ator? 





Yours truly, 
E. E. Bennett. 
-——, Florida, May 2, 1922. 





It Was No Wonder That 
This Dealer Failed. 


(1) He did not keep up with 
the times. 

(2) He tried to do everything 
himself. 

(3) He tried to save by hiring 
cheap help. 

(4) He looked at every system 
as red-tape. 

(5) He strangled his progress 
by cheese-paring economy. 

(6) He did not think it worth 
while to look after little things. 

(7) He ruined his capacity for 
larger things by burying himself in 
detail. 

(8) He.did not take an inven- 
tory twice a year. 

(9) He did not have confidence 
in his helpers. 

(10) He had no time for relaxa- 
tion. 





Tests Show That Black Letters Are 
Most Easily Read on Yellow Stock. 


Investigators have made careful 
tests to determine the legibility of 
printing on colored papers, the dis- 
tance, size and form of type used 
and other factors being identical. 
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The following list shows their find- 
ings in order of legibility. Note 
that black and white occupy fifth 
place. 

1. Black letters on yellow paper. 
Green letters on white paper. 
Blue letters on white paper. 
White letters on blue paper. 
Black letters on white paper. 
Yellow letters on black paper. 
White letters on red paper. 
White letters on green paper. 
9g. White letters on black paper. 
10. Red letters on yellow paper. 
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Coming Conventions 








Western Warm Air Furnace and Sup- 
ply Association, Indianapolis, Indiana, 
May 15, 1922. John H. Hussie, Secre- 
tary, 2407 Cuming Street, Omaha, Ne- 
braska. 

Sheet Metal Contractors’ Association 
of Indiana, Indianapolis, Indiana, May 
15, 1922. Ralph R. Reeder, Secretary, 
312 East Sixteenth Street, Indianapolis, 
Indiana. 

National Association of Sheet Metal 
Contractors’ Convention and Exhibition 
in the Cadle Auditorium, Indianapollis, 
Indiana, May 16, 17, 18, and 19, 1922. 
Edwin L. Seabrook, Secretary, 608 
Chestnut Street, Philadelphia, Pennsyl- 
vania. 

Hardware Association of the Caro- 
linas, Winston-Salem, North Carolina, 
May 17, 18, 19 and 20, 1922. T. W. 
Dixon, Secretary-Treasurer, Charlotte, 
North Carolina. 

Mississippi Retail Hardware and Im- 
plement Association Convention and Ex- 
hibit, Fair Grounds, Jackson, Mississippi, 
May 24, 25 and 26, 1922. Headquar- 
ters, Heidelburg Hotel. FE. R. Gross, 
Secretary-Treasurer, Agricultural Col- 
lege, Mississippi. 

American Society of Heating and 
Ventilating Engineers, Semi-Annual 
Meeting, June 5, 6, and 7, 1922, Hotel 
Iroquois, Buffalo, New York, and June 
8, 9, and 10, 1922, Hotel Wolverine, De- 
troit, Michigan. C. W. Obert, Secre- 
tary, 29 West Thirty-ninth Street, New 
York City. 

Metal Branch National Hardware As- 
sociation, Hotel Statler, Cleveland, Ohio, 
June 9 and 10, 1922. W. H. Donlevy, 
Chairman, 1012-14 Cherry Street, Phil- 
adelphia, Pennsylvania. 

Associated Advertising Clubs of the 
World, Milwaukee, Wisconsin, June 11, 
12, 13, 14 and 15, 1922. Carl Hunt, Sec- 
retary, 110 West 40th Street, New York 
City. 

National Retail Hardware Associa- 
tion, Chicago, Illinois, June 19. 20, 21, 22 
and 23, 1922. Headquarters, Hotel Sher- 
man. Herbert P. -Sheets, Secretary- 
Treasurer, Argos, Indiana. 

Master Sheet Metal Contractors’ As- 
sociation of Ohio, Zanesville. Ohio 
Tuly 18 and 19, 1922. W. J. Kaiser. 
Secretary, 123 East Chestnut Street, 
Columbus. Ohio. } 

Sheet Metal Contractors’ Association 
of Pennsylvania, Hotel Lawrence. Erie, 
Pennsylvania, July 27 and 28. 1922. W. 
F. Angermyer. secretary, 714 Home- 
wood Avenue, Pittsburgh, Pennsylvania. 
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Study and Interpretation of Advertisements. 
You Can Make Your Advertisements More Gainful by Avoiding 





Combining price, quality, and 
service in its reasoning, the adver- 
tisement of J. H. Goldcamp Com- 
pany, reproduced herewith from the 


SAMSON 


CULTIVATORS 











Prices on Samson Cultivators are back at the 
old price basis. At these bargain prices you will 
be losing money if you try to cultivate with 
worn out equipment this season. 
These famous cultivators are ready to give 
you the same high grade service as they have 
for others during the past sixiy years. 
Look at these bargain prices: 
Walking Cultivator 6 Shovel B. P. . $25.00 
Balance Gang Cultivator 6 Shovel B. P. $35 
Pivot Axle Cultivator 6 Shovel B. P. $35 
Floating Arch Seat Guide Cultivator 6 
Shovel B. P. $35 
Two-Row Cultivator 12 Shovel B. P. $80 
The Samson Tractor Co. is a Division of Gen- 
eral Motors Corporation 


Cultivate with the new Samson Implements 
this year for best results. 


J. H. GOLDCAMP CO, 


Lancaster Gazette, Lancaster, Ohio, 
possesses the chief virtues of effec- 
tive salesmanship. 

The illustration of the cultivator 
is clean-cut and helpful. 

It shows all the main details of 
construction so distinctly that there 
is no difficulty in visualizing the 
complete machine. 

The first paragraph of the text 
indicates tersely and convincingly 
the advantage of purchasing the 
Samson cultivator at a _ bargain 
price. 

The second paragraph calls at- 
tention to service and quality 
backed by an experience of sixty 
years. 

The argument of the advertise- 
ment closes with a straightforward 
itemized statement of prices. 

The trade-mark of the cultivator 
featured in this advertisement is 











the Faults and Profiting by the Good Qualities of Others. 





made authoritative by the informa- 
tion that “The Samson Cultivator 
Company is a division of the Gen- 
eral Motors Corporation.” 

From a point of view of illus- 
tration and type, as well as from 
the angle of persuasive wording, 
this advertisement deserves to be 
classified among the best. 

x * x 

A distinct example of timeliness 
in advertising is furnished by the 
advertisement of King Hardware 
Company, reproduced herewith 
from the Atlanta Journal, Atlanta, 
Georgia. 

Baseball is the dominant sport in 
America. 

When the baseball season opens 


the cry of “Batter up” is, indeed, a 


| King Hardware Co. | Bares | 
“Batter Up” - 


How welcome that 
cry is to every 
boy, young and 
old! But to insure 
your greatest en- 
joyment from the 
game, you should 
come here for your 
supplies. High 
quality—low 
prices prevail in 












































our sporting goods 
department. 
Baseball Gloves 
75c to $8.00 
Baseballs Baseball Bats 
15¢ to $2.00 25¢ to $2.50 
Basemen’s Mitts Body Protectors 
$1.00 to $9.00 $3.00 to $8.00 
Baseball Uniforms Catchers’ mae | 
$8.00 to $15.00 $1.00 to $15.00 
Baseball Masks Baseball Shoes 
$1.5C to $7.00 $5.00 to $8.00 























welcome cry to every boy, young 
and old, as King Hardware Com- 
pany phrases it. 

This advertisement is exception- 
ally well illustrated. 

It has the indispensable virtue of 
clear price quotations. 






















A sufficient variety of baseball 
supplies is listed in the oblong 
boxes in the lower half of the ad- 
vertisement. 

The statement of the range of 
prices with each group of baseball 
goods gives a clear idea to the pro- 
spective customer and enables him 
to come to the store with a definite 
notion of what he will have to pay 
for the things he wants. 

As a general announcement of 
x: complete stock of supplies for the 
builder, the advertisement of the 
W. W. Thomas Hardware Com- 
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Everything for the 
Builder 


| We feature the Yale line. It costs a little more but 


SEES, 
aren 


it's worth it 


Sash and Doors, Screen Wire, Paints, Roofing, Nails, 








Putty, also Builders Tools 


W. W. Thomas Hardware 
Company 
“Hardware That Stands Hard Wear” | 
Phone 4457. 4 





Franklin St 








pany, reproduced herewith from the 
Tampa Times, Tampa, Florida, 
serves a useful purpose. 

By mentioning a nationally 
known brand of locks the advertise- 
ment acquires the quality of inspir- 
ing confidence. 

However, unless this copy is fol- 
lowed by specific advertisements 
mentioning particular articles of 
builders hardware and _ prices, it 
lacks effectiveness. 

Always it is needful to strengthen 
such general announcements by ad- 
vertisements to focus the buying 
desire of the prospective customer 
upon distinct commodities which 
wre presented with full details of 
price and usefulness. 

oes 


Whatever else happens, never let 
up on making a drive for more busi- 
ness. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Excelsior Furnace Booster I's 
Designed to Quicken Air Flow. 


So designed as to produce maxi- 
mum circulation of warm air, the 
new blower, manufactured by The 
Excelsior Steel Furnace Company, 
Chicago, Illinois, and known as the 
Excelsior Furnace Booster, is made 
to fit any warm air furnace and it 
fills every warm air pipe of the 
heating system. This Booster out- 
fit has two suction collars and one 
booster shoe collar with a canvas 
intersection. 


It was devised, according to the 
statement of the manufacturers, to 
overcome all circulation difficulties 
and to deliver 100 per cent satisfac- 
tion on every furnace job. 


With a motor using alternating 
current, 110 volts 60 cycles, the Ex- 
celsior Furnace Booster picks up a 
portion of the cold air in each cold 
air return pipe, carries it through 
the blower and discharges this air 


through the Booster pan into the 
casing at a velocity many times fast- 
er than the normal flow of the cold 
air. 

The nozzle of the Booster dis- 
charges the air from the blower di- 
rectly against the hottest part of 
the furnace, thereby picking up an 
increased number of heat units. 

By this process, it is stated, the 
life of furnace parts which are usu- 
ally destroyed from overheating, 
are prolonged. 

The Engineering Department of 
the Excelsior Steel Furnace Com- 
pany is ready to make layouts and 
estimates for the installation of the 
Excelsior Furnace Booster. 

All the dealer needs to do is to 
send to the Engineering Depart- 
ment of the Excelsior Steel Furnace 
Company, Chicago, Illinois, sketch- 
es of jobs for which he wants to 
recommend Boosters, and the En- 
gineering Department will give him 
the benefit of this service. 


Where Service Counts, We Win 
Says Chandler Hardware Company. 


This Applies Especially in Sales of Warm 
Air Heating Systems and Other Large Items. 


NUMBER of articles have 

been published by AMERICAN 
ARTISAN AND HARDWARE RECORD 
about the progressive methods em- 
ployed by the Chandler Hardware 
Company, Sylvania, Ohio. The one 
to follow has to do to a large ex- 
tent with the development of their 
business on warm air heating sys- 
tems. 

Roy A. Chandler, son of the 
founder of the Company and Sec- 
retary-Treasurer of the corporation, 
has charge of the sales and advertis- 
ing departments. He is a college 
man, but that does not prevent him 
from knowing something about 
hardware, nor does it stop him 
from finding out what it is that 


makes a warm air furnace operate 
satisfactorily. Incidentally, Roy is 
not afraid of getting his hands 
soiled by taking his side of a fire 
pot in order to put it on the truck. 
He knows that certain kinds of soap 
will make the dirt disappear. 

The Chandler Hardware “Com- 
pany specializes on and features 
trade-marked and advertised lines 
and this year they will spend most 
of their advertising appropriation 
in pushing fifteen such lines, one 
of which is the Majestic Duplex 
heating system, manufactured by 
the Majestic Company, Huntington, 
Indiana. 

One of the chief principles of the 
method under which the Chandler 


Hardware Company operates may 
be expressed in this manner: 


“Our duty to our customer is to 
offer him only meritorious goods— 
merchandise which is peculiarly 
adapted to his individual needs— 
and then to render him such prompt 
and satisfactory service on the 
goods sold that they shall always do 
that which is claimed for them.” 

This principle goes far in ac- 
counting for the fact that the Com- 
pany holds its customers through 
good times and hard, and that in 
1921 its sales, in dollars and cents, 
were close up to the record year 
of 1920, while in number of items 
sold, the 1921 figures showed a con- 
siderable increase. 

Mr. Chandler states that they 
added the Majestic Duplex heating 
system about five years ago, and in 
1920 sold fifty-seven furnace jobs, 
fifty-one of which were equipped 
with Majestic Duplex registers, and 
in 1921 they sold forty-five instal- 
lations of the same system. 

“At first,’ Mr. Chandler said, 
“we were somewhat skeptical as to 
the ability of the Majestic to do all 
that was claimed for it in the aver- 
age residence, but after the most 
severe tests, under all conditions, we 
have found that it fills the bill ad- 
mirably. 

“We have now been pushing the 
Majestic to the best of our ability 
for nearly five years, and we have 
yet to hear any complaint, which we 
can not adjust satisfactorily to the 
customer. 


“And that is really the testing 
point—if the customer is fully satis- 
fied and feels that he has received 
full value for his money, you can 
always be sure that when you refer 
any prospect to him, he will boost 
for you. 

“And what is even better—the 
customer will be so pleased that he 
will call attention to the article he 
has bought and will thus create good 
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prospects for you, which is half of 
the battle. 

“We have five outside salesmen 
—they spend all their time calling 
on people in their homes and that 
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Newspaper Advertisement Published by R. A. Chandler Hardware Company, 
Sylvania, Ohio, occupying a space of three columns wide and eleven inches deep. 


is one of the reasons why we are 
selling more warm air heating 
plants than any other concern in 
our territory. We do not wait un- 
til somebody comes in and tells us 
that he wants to buy a warm air 
furnace. We make our own pros- 


some house owner who is using one 
of our Majestics.” 





A satisfied customer is the best 
advertisement you can have, but 
don’t overlook the satisfied em- 
ploye. 





RECORD 


' job alike. 






May 13, 1922 


Gives Advice on Planning the 
Warm Air Heater Job. 


Very much to the point is the 
advice given by the Monthly Bulle- 
tin of the Roofing, Metal & Heating 
Engineers of Philadelphia, Pennsyl- 
vania, on “planning the job,” as 
tollows : 

In looking about for various 
means to reduce the cost of our 
work, some of the trade have se- 
riously considered whether it was 
not possible that a saving might be 
made by a more careful preliminary 
planning of each piece of work. 

The majority of the trade have 
been taught to take account of the 
material required for each job, and 
collect it into one load to the job. 

But we forget this sometime and 
just guess, or overguess, which 
means either a shortage or too much 
material on one job and not enough 
on another, and then there is added 
expense for cartage and possibly a 
delay. 

Then again, in the case of a warm 
air heating contract, many of us are 
in too big of a hurry to start the 
job, or when estimating we forget 
that we are going to try very hard 
to get the job, and it would be a 
decided help if accurate measure- 
ments were taken at the time the 
estimate was given for future ref- 
erence. 

Hardly any two men estimate a 
Some have a more com- 
plete knowledge of certain parts of 
the work than others, yet if accu- 
rate measurements of areas, length 
of piping, position of registers, ex- 
act location of furnace, length and 
breadth of gutter and length of 
conductor and all else that enters 
into the job were taken at the time 
of estimating, a short written ex- 
planation to the men helps them a 
great deal when the job is awarded. 

We are told that reductions must 
be made in our charges, and one of 
the sure ways in which this can be 
done is in “speeding up” or shorten- 
ing the time on the work; and if by 
careful examination the first time 
the job is visited we can arrange 
the work to shorten the time, and 
thereby the expense, we will find 
this a help. 
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Moncrief Furnaces Are Exhibited 
at Cleveland Building Show. 


Among the features which drew 
the attention of the visitors to the 
recent American Building Exposi- 
tion in Cleveland, Ohio, was an un- 
commonly clever exhibit of Mon- 
crief Furnaces, by the manufactur- 
ers, the Henry Furnace and Foun- 
dry Company, Cleveland, Ohio. 

This exhibit had for its purpose 
the building up of good will for 











ance and construction of these 


warm air heaters. 





Veteran Foundry and Furnace 
Man Passes Away. 

After many years of usefulness 
and service to the trade, P. H. Ma- 
Girl, owner of the P. H. MaGirl 
Foundry and Furnace Works, 
Bloomington, Illinois, passed away 
recently at the Kelso Sanitarium, in 
that city. 


Exhibit of Moncrief Furnaces at the Cleveland, Ohio, Building Show. 


the benefit of the Moncrief dealers 
in Cleveland who made use of the 
booth to meet old friends and new 
customers. 

The exhibit is in line with the 
policy of the Henry Furnace and 
Foundry Company of closer dealer 
cooperation and guaranteeing instal- 
lations to home owners. 

One of the practical methods for 
making this policy a success, takes 
form in enlarging of the service of 
the Henry Furnace and Foundry 
Company to its dealers and support- 
ing them with an extensive adver- 
tising campaign. 

The accompanying photograph of 
the Moncrief exhibit shows quite 
clearly the method of demonstra- 
tion by which the prospective cus- 
tomers and visitors were enabled 
to get a clear idea of the appear- 


He was born April 14, 1850, and 
when but four years of age, went 
to Bloomington with his parents. 
education in 
learned 


He received his 
Bloomington schools and 
the molders’ trade, being employed 
in various foundries of that city. 

In 1892 he engaged in foundry 
business, forming a_ partnership 
known as MaGirl and Diedrich. He 
bought out his partner’s interest in 
1896 and thereafter conducted the 
business under the firm name of 
the P. H. MaGirl Foundry and 
Furnace Works. 

Under his management the busi- 
ness progressed rapidly and gained 
a wide reputation for the honesty 
of its product. 

He is survived by three children, 
James D. MaGirl, Mrs. William 
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Johnson, and Mrs. Frank Dalton, 
of Bloomington. 





Corrects Some Wrong Ideas 
About Asbestos. 


A recent issue of Asbestos, the 
Journal devoted to the 
phases of this material, corrects 
some wrong ideas regarding its 
heat-resisting qualities. 

Asbestos does have great heat 
resistive powers, but asbestos is in 
fact a good conductor of heat. 

Every one has noted the use of 
the asbestos disc under ~pots and 
kettles and over gas jet in order 
to prevent blacking the kettles and 
also to effect a better distribution 
on the heat around the bottom of 
the kettle. 

The heat in this case is conducted 
from the gas flame to the bottom 
of the kettle through the asbestos 


various 


plate. 

Asbestos is used for pipe cover- 
ings for hot steam pipes, not for 
any non-conducting of heat value, 
but because the heat conservation 
is brought about by artificially cre- 
ated dead air cells which are inter- 
locked as minutely as possible in 
the asbestos. 

These cells resist heat radiation 
and prevent loss of heat. 

It is not the asbestos itself which 
performs this service. 





Provide for Advertising in 
Your Overhead Costs. 


Everything in the history of good 
advertising goes to prove that it is 
not an expense to business, to be 
indulged in if “business warrants.” 

And if advertising is not an ex- 
pense, then there is no reason for 
determining its volume by earnings 
m the past. 

If a business is in process of be- 
ing built up, advertising should be 
planned and paid for out of capital 
investment. 

If a business is a “going concern,” 
financially, then advertising should 
become one of the facilities provid- 
ed for in overhead, and dealt with 
as labor, rent, light, power, and the 
other items of overhead, are dealt 
with. 
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N the April 8th issue of 

AMERICAN ARTISAN AND 
HARDWARE RECORD there ap- 
peared a double page advertise- 
ment of the Rudy Furnace 
Company, Dowawiic, Michigan, 
in which the announcement ‘was 
made that for a limited time 
Rudy Furnaces would be sold 
at a considerable reduction. 


In view of the fact that repre- 
sentatives of two other papers, 
claiming to cover the warm air 
furnace industry, have stated that 
the same advertisement, or a 
similar one, was offered to them 
by the Rudy Furnace Company 
and that they had refused to run 
the advertisement, the letter on 
the opposite page will be of interest. 
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RUDY DIVING FLUE 


ADORESS ALL CORRESPONOCENCE TO 
oowase MICHIGAN 





Nineteen Twenty-Two 


American Artisan and Hardware Record, 
830 South Michigan Blvd., 
Chicago, Illinois 


Attenticn: Mise E, Cohn, Manager 
Dear Miss Cohn: 


It has come to our notice that representatives of 
certain trade papers have endeavored to make capital 
for themselves by claiming that they had refused to 
accept the same advertisement as apnoeared in your 
issue of April 8th, or a similar one. 


For your information, as well as for others intsrested, 
we are pleased to state that we have not had a refusal 
from any trade paper to run this copy or any other 
adver tisement. 


We selected AMERICAN ARTISAN AND HARDWARE. RECORD 

to oarry our message in the manner we wanted it 
carried because we have found that your publication 
reaches the greater proportion, by far, of the pro- 
gressive furnace dealer-installers, and we certainly 
have no regrets as to the results. You fairly 
swamped us with inquiries and specific orders from 
all sections of the United States. 


Very truly yours, 


Goh £8. 


Secretary & Adv. ° A. F. Frazee 
RUDY FURNACE COMPANY C C R 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


PATTERNS FOR 
AUTOMOBILE FENDER. 

By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. 
Louis, Missouri. Written espe- 
cially for American Artisan and 
Hardware Record. 

Automobile sheet metal is just 
giving another slam too much to 


In this drawing we have a fender 
that has a splash guard, a mud 
filler, and a visor or lip attached. 

From the front elevation, we see 
the general outline of fender, and 
the side view shows us the curva- 
ture of the top and the shape of the 
splash guard, while the front ele- 
vation shows the mud filler section. 








Front and Side 


Ele ration 


from the center line A-B of front 
elevation, pick the widths and set 
them off on this line in pattern. 

This gives the widths and curva- 
ture as shown. 

This process is also continued 
for the mud filler guard by divid- 
ing the section in front elevation 
in any number of equal parts and 
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the other sheet metal work with 
which we are so familiar. 

There are a great many workmen 
who let some of the _ beautiful 
curves and high polish of the mod- 
ern sheet steel buggy mystify them. 

In reality, they aré very simple 
and after a period of study a per- 
son is surprised at the extremely 
few designs that require complicat- 
ed laying out. 


Patterns for Automobile Fender. 


Now the top of fender is just 
merely a flat strip of metal with a 
bead run around. 

Divide the top line of side ele- 
vation as 1-8 in any number of 
equal parts and project them into 
the front elevation. 

Then pick this girth from side 
elevation and set it off on a line 
A-B. 

Draw stretchout lines and then 


projecting those lines into side ele- 
vation. 

Then pick the spaces as 8-14 and 
set them off in pattern from 8-14 
on line A-B. After this pick the 
widths from front elevation and 
set them in pattern, which permits 
drawing the outline for pattern as 
shown. 

To set out the splash guard, pick 
the girth from front elevation as 
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a-7”-6"-5”, etc., and set off on a 
line as a-y below side elevation as 
shown. 

Draw stretchout lines through 
these points -and then from each 
point in elevation drop lines until 
they cross those in stretchout of 
similar number. 

This enables tracing the outline 
for the miters of pattern. 

The mud filler is set owt in the 
same way by picking the girth from 
the section as a-b-9-10-I1, etc., of 
front elevation and set off below 
side elevation as a-14. 

Draw stretchout lines through 
these points and then from each 
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Repairing 
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of Tubular Fin Cores 


point in elevation as 8-9-10, etc., 
drop lines to cross those of stretch- 
out of similar number. Sketch a 
line through these intersections the 
pattern is finished. 

To set out the lip the parallel line 
method can be used by placing a 
plan of the lip below side elevation 
and dividing the curves in equal 
spaces and running up the points 
into the elevation. 

From each of these points in ele- 
vation project lines over into front 
elevation. 

Then, by means of a paper strip 
x, pick the spread of spaces and 
set it as in paper strip x’ and drop 


Requires 


the Making of a Space in Which to Operate. 


No Soldering Is Possible While the Fin Plate Remains too 
Close to Headsheet for Torch Flame to Melt the Solder. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcORD by 
E. E. Zideck, New York City 


TWENTY-EIGHTH ARTICLE, 

REAKS and leaks in a tubular 

fin core are most frequent at 
the headsheets. These are soldered 
up by setting the radiator in an 
upright position, with the leaky 
headsheet down, and just high 
enough for the repairer to look 
through between the headsheet to 
be soldered and the adjoining fin 
plate. 

This fin plate is bent toward the 
other fins and by doing this, the 
repairer has space enough for ob- 
serving the effect of the flame upon 
the headsheet and for free manipu- 
lation of wire-solder and acid brush 
upon it and around the tube joints. 

By applying the torch flame upon 
the fins nearest to the headsheet 
they get loosened in their hold to 
the tubes and it is possible to move 
them away from the headsheet, far 
enough to leave a space between 
the headsheet and the next fin plate 
of at least three-eighths of an inch. 

If the tubes leaking are located 
on the outside, the fins do not need 
to be bent out more than can be 
done without the melting of them 
away from the tubes. 


But if the leaky tubes are inside 
the core, a clear space of at least 
the above dimension must be cre- 
ated in order to have free play of 
melting solder around the tubes. 


It.is a fact—and many a repairer- 


has paid dearly in time and hard 
work for the experience—that no 
soldering is possible as long as the 
fin plate remains too close to the 
headsheet for the torch flame to 
melt the solder. 

In other words, if the fin plate 
is less than three-eighths of an inch 
apart from the headsheet, there is 
no room for the flame to work up- 
on the headsheet and its heat will 
be absorbed by the fin plate, and 
burn it eventually, without, how- 
ever, melting the solder piled in be- 
tween the two. 

Suppose the repairer has in his 
hands a fin core leaking in one or 
more of the inside tubes where they 
enter the headsheet. 


If he attempts to solder up the 
leaks without bending down or 
moving the fin plate next to the 
keadsheet, but piles in solder and 
tries to melt it so it flows in be- 
tween and around the tube joints, 
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lines into those that were projected 
from side elevation. This enables 
drawing the miter lines as shown. 

To set out the pattern pick the 
girth from plan of lip and set it 
on a line C’-D and square up lines 
as shown. 

Then pick the widths from front 
elevation and you have the pattern 
finished. 

The balance of the rim of fender 
can be taken direct from the side 
elevation only allowing edges for 
enclosing a wire or just rolling it 
as desired. 

Edges must be allowed on all pat- 
terns. 


he will spend hours and days with- 
out succeeding in getting the leaks 
stopped. 

But if he melts the fin upon the 
iubes and moves the fin away from 
the headsheet slightly, creating a 
space where he wants to solder, he 
will be able to watch the process 
with his eye. 

First of all, applying acid and 
flame, he will see the headsheet and 
the tubes that leak become white- 
tinned. 

Next, by 
solder, it will immediately melt and 
distribute itself over the headsheet 
made hot; and, finally, by applying 
more acid around the tube-joints 
and holding solder to them there 
will be solder molten 
around them and the leaks stopped 
permanently. 

Without moving the fin plate as 
above told, the repairer will not 
solder up a single tube leak no mat- 
ter how long he works on it. 

And if he moves the fin plate, 
creating a space clear through be- 
tween the headsheet and the fin 
plate so the flame comes out on the 
other side of the core if he applies 
it in the front where he is working, 
and proceeds heating up the head- 
sheet first and use plenty of fluid 
and less solder, he will solder up 
every tube joint in the whole head- 
sheet within one hour after he has 
moved the fin plate out of his way; 
and the job will show no more leaks 
when he puts it to test. 

The following directions, if ob- 
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served, will enable anybody who 
knows how to handle the torch, to 
solder up leaks in the headsheet 
without guessing at it: 

1—Lay the radiator face down, 
with the tank and at least two 
inches of fins protruding over the 
bench, so the torch flame has free 
passage through the core. 

2—Apply fluid by brush or can 
upon the entire length of the fin or 
fins to be moved. 

3—Apply flame upon the entire 
length of the fin, so it reaches 
through the core, and move rapidly 
over the entire length of the fin, un- 
til the tubes within the fin show the 
white of solder. 

4—Have a screwdriver or a nar- 
row flat piece of steel in your right 
hand: and the torch in your left 
hand. Insert the tool between the 
headsheet and the fin while you 
continue moving the flame, and 
move the melted-off fin plate away 
from the tank slowly, so it is moved 
at each tube equally, until there is 
at least 34 inch space between the 
tank and the fin plate. 

5—Turn the radiator, face up, 
and proceed heating up the fin and 
moving it from this side, until there 
is the desired space in front, the 
back, and inside the core. 

6—If the leaky tubes are either 
in the front or the back row, it is 
not necessary to move the entire 
fin; the bending of it will do. But 
if the leaky tubes are located in 
either of the inside rows, it is more 
important to have the desired space 
inside than it is to have it on either 
the front or the back of the core. 

7—With the fin moved away 
from the headsheet so it is at least 
three-eighths of an inch away from 
it everywhere, place the radiator in 
an upright position, the headsheet 
to be on a level with your eyes. 

8—Use a good size brush or a 
can (similar to an oil can) to ap- 
ply the fluid ; apply it richly all over 
the portion of the headsheet to be 
soldered. d 

9—Regulate the torch flame to a 
long, sharp tongue of blue and red 
(no yellow) and hold it on to the 
headsheet so that the flame reaches 
through the core, heating up the 
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metal around the tube-joints. Move 
it slowly at first, waiting for the 
headsheet to show the white of melt- 
ing solder ; and when the entire por- 
tion is heated up to that point, ap- 
ply more fluid and insert wire- 
solder from both sides of the tubes, 
moving the flame on to the next row 
as soon as the solder commences 
melting. 

g—Turn the radiator and put 
more solder onto the tubes from the 
side you are working on now. 

10—Do not let anything interrupt 
you while you are doing this work, 
because you have to do the solder- 
ing while the headsheet is heated up 
and if you are slow about it, it will 
cool off and solder will pile up in- 
stead of melting around the tubes. 

10—Don’t pile in more solder 
than one thickness of the wire upon 
each side of the tubes. Melt it 
enough to flow around the tubes, 
but not to drop inside the tank. 

11—Having inserted one thick- 
ness of the wire solder upon each 
side of the row of tubes, apply more 
acid and while the metal is hot, 
touch each of the tube joints with 
the solder. This will melt it into 
a ring around the tube but not 
enough to make it flow away from 
it. 

12—After putting the radiator to 
test and seeing no more leaks, the 
radiator is laid flat again, the flame 
is applied on the fin and moved 
rapidly to heat up the entire length 
of it. No attempt should be made 
to melt the fin holds on the inside 
tubes. The melting of the holds 
upon the tubes in the two outside 
rows, one at a time, will enable you 


‘to put the fin back in its previous 


position and do away with any 
marks of bending and repair. 
(To Be Continued.) 





Ohio Auxiliary Starts a Drive 
for Membership. 


An intensive drive for member- 
ship in the contractors’ organiza- 
tion has been started by the Job- 
bers’ and Salesmen’s Auxiliary to 
the Sheet Metal Contractors’ Asso- 
ciation of Ohio. 

Fred F. Foster of Columbus, 
Ohio, secretary of the Auxiliary, 
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has sent the following to all. the 
members of the Auxiliary urging 
them to take an active part in the 
work : 

“Never in the history of the sheet 
metal trade has there been greater 
need for solidity of organization 
than exists at present. 

“To a member of the Jobber’s 
and Salesman’s Auxiliary, there is 
no need to place further emphasis 
on the preceding statement. 


“Neither is there any call for us 
to elaborate to you upon the advan- 
tages which come to the individual, 
corporation or firm through mem- 
bership in the Sheet Metal Con- 
tractors’ Association of this state. 

“The fact of your membership 
in the Auxiliary means that you are 
thoroughly ‘sold’ on the merits of 
the above organization and alive to 
the excellent work which it is ac- 
complishing. 

“You are in a position where di- 
rect contact with all of the Sheet 
Metal Contractors of your territory 
is part of your daily routine. There- 
fore, you are aware that there are 
a few contractors not yet enrolled 
under the progressive banner of our 
crganization. 

“A concerted drive affecting 
every individual connected with the 
trade is now under way, urging 
them to affiliate themselves with the 
Association. 

“We now call upon you to divert 
some of your selling ability to the 
cause of selling the Association to 
those who are still outside. We de- 
sire ever member of the Auxiliary 
to devote a portion of his time 
when calling on any sheet metal 
man who is a non-member, to con- 
vincing him that it is to his advan- 
tage to sign up immediately. As 
preparation toward making the 
coming convention the greatest ever, 
let us make Ohio one hundred per 
cent Association. 


“You know the prospects in your 
territory. The same reasons which 
sold you on the Association will be 
the ones which will convince others. 

“We enclose a supply of applica- 
tion blanks and a roster. Let us 
double this list of names within the 
next two weeks.” 
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New Jersey Zinc Company Sends 
Exhibit to National Convention. 


For the first time at a Sheet Meta! 
Contractors’ national convention a 
complete display of Zinc leaders, 
gutters and fittings will be staged. 

The New Jersey Zinc Company is 
sending to Indianapolis for the ex- 
position the exhibit which proved 
to be one of the principal attrac- 
tions at the recent Own-Your-Home 
Exposition in New York City. 

Zine leaders, eaves-troughs, 
mitres, elbows and fittings, made 
from Horse Head Zine will be 
shown. 

These articles, which are the 
exact specimens of spouting made 
from zinc that now adorn hundreds 
of homes throughout the East, 
should prove to be of exceptional 


ee 





The accompanying picture shows 
the New Jersey Zinc Company’s re- 
cent display in New York which 
will be among those at Indianapolis. 
This exhibit induced many home- 
builders to specify zinc leaders, 
gutters, valleys zgd flashings on 
their homes. 

Zinc can not rust. It does not 
stain surfaces and, because of its 
durability, has acquired the slogan, 
“it lasts a lifetime.” 





Bethlehem Buys Lackawanna 
Steel Company. 

The Bethlehem Steel Corpora- 
will acquire by purchase the prop- 
crties of the Lackawanna Steel 
Company, thus uniting under a sin- 
gle management two of the largest 
of the so-called independent pro- 


sme 


The display of leader pipes, eaves-troughs, elbows, fittings, etc., 
made from Horse Head Zinc which The New Jersey Zinc Com- 
pany conducted at the “Own-Your-Home” Exposition. At upper 
right may be seen corner of “The Beautiful Home Convenient,” 


also equipped with Zinc Spouting. 


interest to metal workers. This 
fact is particularly true because of 
the success so many tinsmiths have 
had in featuring them. 

In these days when the resource- 
ful dealer prods his business by fea- 
turing something new, the advent 
of zinc spouting is extremely timely. 
The qualities of zinc spouting, such 
as its low cost, durability, attrac- 
tive color, economy and self-pro- 
tecting characteristic, render it a 
material to be recommended for 
serious consideration by metal 
workers. 


ducers of iron and steel in’ the 
United States. 

Formal announcement was made 
late Thursday by Eugene G. Grace 
in behalf of the Bethlehem Steel 
Corporation and Moses Taylor in 
behalf of the Lackawanna’ Steel 
Company. 

Directors of both the Bethlehem 
Steel Corporation and the Lack- 
awanna Steel Company will hold 
meetings next Tuesday to settle the 
final details. It is said all matters 
have been agreed upon, but could 
not be made public until action had 
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been taken by the officials of both 
companies. 

The Lackawanna acquistion gives 
the Bethlehem additional capacity 
for commercial bars. It also gives 
the Bethlehem an opportunity to ex- 


tend its operations as the Lack- 


awanna will supply the New Eng- 
land and lake states with steel rails, 
the product in which it specializes, 
while the Bethlehem can continue 
to supply the southern markets. It 
also gives Bethlehem a market for 
structural plates in territory which 
heretofore has not been reached. 

The combined companies will 
have an ingot capacity of about 
5,000,000 tons annually, of which 
1,800,000 tons are credited to Lack- 
awanna and 3,200,000 tons to 
Bethlehem. This compares with a 
capacity of about 22,000,000 tons 
tor the United States Steel Corpo- 
ration. It is also less than the ca- 
pacity of the six company merger, 
which would be in the neighbor- 
hood of 8,200,000 tons with Lack- 
awanna excluded. 





Turner Brass Works Brings Out 
New Line of Torches. 


A new line of torches for sheet 
metal workers has been placed on 
the market by the Turner Brass 
Works, Sycamore, Illinois, under 
the name of Master torches. The 
accompaning illustration shows a 
sectional view. 

All of the essential features are 
covered by Turner patents, such as 
the safety valve which is set at 





Sectional View of Master Torch. 


forty pounds, thus making it im- 
possible to burst the tank by apply- 
ing too much pressure. 

Another attractive point of the 
Master torches is the pistol grip 
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handle which is large enough for 
any size hand. 

The patented baffle in the burner 
is said to make it possible to gen- 
erate 400 degrees more heat on 
lower fuel combustion without 
clogging the burner. 

Full particulars about this new 
line may be secured by writing to 
the company. 





Zideck's Handbook of Radiator 
Repairing Is Ready. 

With a brief introduction point- 
ing out the great possibilities for 
profit in skilled radiator repairing, 
“Zideck’s Radiator Repairing Hand- 
Book” explains in clear and simple 
language the construction and va- 
riety of types of automobile radia- 
tors and their method of operation. 

In the first part, this handbook 
explains the tubular, fin and cellu- 
iar cores of automobile radiators 
and tells how they are made. 

The structural weaknesses as 
well as advantages of the different 
types of cores are briefly and plain- 
ly described. 

Copies of the handbook can be 
purchased from the author, E. E. 
Zideck, 300 East gist Street, New 
York City. 


Copper Roofing Entails No 
Costs for Upkeep. 

(Written especially for American 
Artisan and Hardware Record by 
Joseph N. McDonald, New York 
City.) 

When the chimes of old Christ 
Church pealed forth in echo to the 
message of the Liberty Bell on that 
sacred day in July, 1776, the cop- 
per roof of this beautiful edifice had 
already seen three decades of serv- 
ice, having been applied in 1749. 

George and Martha Washington, 
the Marquise deLafayette, Benja- 
min Franklin, Betsy Ross, Henry 
Clay and many others whose names 
are equally dear to the heart of 
America, were sheltered in their 
worship under this same old cop- 
per roof—a tribute to the everlast- 
ing qualities of copper. 

Copper roofs at first cost are nat- 
urally higher than wooden or non- 
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metallic roofs, but the difference in 
price is trifling in comparison with 
the difference in service. 

There are no “upkeep” costs with 
copper roofings—not one cent to 
be spent for painting, repairing or 
replacing. , 

Once laid, you can forget a cop- 
per roof forever. Trinity Church 
in New York was built seventy-six 
years ago, the owners have not 
spent five dollars in repairs during 
this period, and the roof is as good 
today as it was in 1847. Pure cop- 
per is indestructible. 

No matter how hard the wind 
blows the rain against a copper roof 
it will not leak. 

In a recent test a nozzle with a 
stream of forty-five pounds pres- 
sure was forced against the roofing, 
but the water could find no way 
through and there was no sign of 
a leak. 

The tropic suns can not harm a 
copper roof. It will not warp, split 
or curl. 

selow-zero weather leaves it un- 
affected and a snow finds copper so 
difficult to stick to that after a snow 
storm such a roof is clear long be- 
fore a wooden roof. 

Copper is fireproof and lightning- 
proof. It neither rusts nor dete- 
riorates and time has no effect up- 
on it. 

Copper itself is a beautiful metal. 
If exposed to the weather it ac- 
quires a beautiful green coat and 
then, of course, it can be bought in 
all colors, such as old greens, dull 
reds, rich russet browns and pea- 
cock blue for residential uses. 

We are in a new age ot roofing. 
The non-metallic roof must give 
way to the metal roof with its dur- 
able qualities. 

The buyer of roofing desires, in 
fact demands, certain properties in 
roofing materials, as one buyer ex- 
pressed it the other day. 

A roof should be light but strong, 
everlasting, proof against fire and 
lightning, sun, snow, or torrential 
rains. 

It should not rust; neither should 
it cost a penny after it is installed. 

A roof should be beautiful with 
a beauty that endures—a_ beauty 
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that harmonizes perfectly with the 
edifice beneath it and the environ- 
ment. 

Anaconda Copper Roofings will 
be on exhibit in Sections 86 and 87, 
May 16th to 19th, at the National 
Sheet Metal Exposition, Cadle 
Auditorium, Indianapolis, Indiana. 





Illinois Zinc Company Opens 
Large Sales Office in Chicago. 


The sales organization of the 
Illinois Zinc Company has been en- 
larged and a well manned sales of- 
fice has been established at 332 
South Michigan Avenue, Chicago, 
in addition to those maintained at 
280 Broadway, New York City, and 
1331 Filbert Street, Philadelphia. 

E. S. Gellatly, General Sales 
Manager, will for the present di- 
vide his time between the Chicago 
office and the Eastern offices, spend- 
ing the early part of each month 
in Chicago. 

The steady increase in sales of 
zinc shingles which the Company is 
showing has made it necessary to 
organize the Chicago sales office, 
where a staff of construction ex- 
perts will be on hand to render as- 
sistance to sheet metal contractors, 
architects and others who may ask 
advice on the use of zinc. 





Says He Derives Many Benefits 
from AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND 

HARDWARE REcorD: 

Thirty years ago, May 1, 1892, 
when starting to learn the sheet 
metal trade, I first subscribed for 
your paper; and I derive many 
benefits from every week’s issue of 
it. 

Sincerely yours, 
W. G. TAyLor. 

——, Florida, May 8, 1922. 





Defines Monel Metal. 

Briefly described, Monel metal 
is a “natural” alloy, as it. contains 
constituent metals in nearly the 
same proportions as the ore. 

It is made up of 67 per cent 
nickel, 28 per cent copper, 2%4 per 
cent iron, 1% per cent manganese, 
and small quantities of other metals. 
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Monel is a white metal. It can 
be rolled, cast, forged, and welded. 

It resembles steel in strength and 
is ductile like copper and tough. 

Monel metal is easily machined. 
It resists acids, alkalis, and general 
corrosive effects as well as super- 
heated steam. 

Besides, it maintains a big de- 
gree of tensile strength at high tem- 
peratures. 





New Roster of Michigan Sheet 
Metal Auxiliary Shows 
99 Members. 


The 1922 roster of the Salesmen’s 
Auxiliary to the Michigan Sheet 
Metal and Roofers’ Association has 
just been issued in the form of a 
poster, so that the contractor may 
use it for ready reference when 
salesmen call on him. 

The roll shows 99 members rep- 
resenting 79 firms and companies 
who are thus showing a special in- 
terest in the work and progress of 
the contractors’ organization. 

Two companies are represented 
by three members each, sixteen 
have two members each, and the re- 
maining 61 have one member each. 





Milwaukee Corrugating Company 
Issues New Price List. 


Fully indexed for quick refer- 
ence, the latest net price list of 
“Milcor” sheet metal building prod- 
ucts and farm specialties, issued by 
the Milwaukee Corrugating Com- 
pany, Milwaukee, Wisconsin, is 
convenient and helpful. 

This net .price list is confidential. 
It is intended for the sheet metal 
contractor’s private use. 

In selling to his customers, the 
contractor is advised to use the 
Milwaukee Corrugating Company’s 
general catalog, prepared for that 
purpose. 





Catalog No. 9 of Berger Brothers 
Company Is Abvailable. 

With numerous illustrations and 
complete descriptive -details, Cata- 
log No. 9 of Berger Brothers Com- 
pany, 229-237 Arch Street, Phila- 
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delphia, Pennsylvania, is now avail- 
able to the sheet metal trade. 

In its pages are listed practically 
everything required by the sheet 
metal contractor, including tinners’ 
tools, Parker steel sheet metal 
screws, and galvanized iron sky- 
lights. 





What Is the Address of 
Duplex Metals Company. 
To AMERICAN ARTISAN AND Harp- 
WARE REcOoRD: 
Will you kindly advise us where 
the offices of the Duplex Metals 
Company are now located? 


Yours truly, 
SUBSCRIBER. 


——, Wisconsin, May 6, 1922. 





Persistence Wins Business. 


There is an example for the busi- 
ness man in the old Roman Cato. 

Every day for twenty years Cato 
rose in the Roman Senate and loud- 
ly cried out that Carthage must be 
destroyed. 

At first he found his colleagues 
unresponsive. The Roman popu- 
lace laughed at him. 

But he persisted day after day 
for twenty years. Finally all Rome 
came to agree with him that he was 
right. And in the end a Roman 
army razed Carthage. 

Cato’s 
had won. 


twenty-year persistence 

Cato advertised his policy, and 
he appreciated the value of a fol- 
low-up. 

If he hadn’t persisted he would 
never have succeeded. 

Every advertising problem is sim- 
ilar to Cato’s. It may not take 
twenty years for an advertising 
campaign to succeed, but it takes 
repeated appeals to assure the right 
results. 





Perhaps the best investment a 
man can make is in himself. The 
man who spends his time and mon- 
cy in increasing his own earning ca- 
pacity will get the very best of div- 
idends. 
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Notes and Queries 














Tinners’ Steel Rules. 


From R. W. Tyler, 34 North 
Street, Canton, Illinois. 


Who makes tinners’ steel rules 3 
or 4 feet long? 

Ans.—Lufkin Rule Company, 
Saginaw, Michigan,. and Peck, 
Stow and Wilcox Company, South- 
ington, Connecticut. 

Tile Roofing. 


From Morris R. Ehle, Wayland, Mich- 
igan. 
Kindly give me the 
firms manufacturing tile roofing. 


First 


names of 


Ans.—Mound City Roofing Tile 
Company, 3301 Morganford Road, 
St. Louis, Missouri; Murray Roof- 
ing Tile Company, Cloverport, Ken- 
tucky; O. W. Ketcham, 24 South 
7th Street, Philadelphia, Pennsyl- 
vania; Des Moines Clay Company, 
Des Moines, lowa; and William H. 
Vallas, 2855 West Lake Street, Chi- 
cago, Illinois. 

Used Sheet Metal Machinery. 


From Industrial Roofing Contractors, 
Mattoon, Illinois. 


Please tell us what firms handle 
used sheet metal machinery. 

Ans.—B. L. Saltzman, 524 West 
Street; and Charles 
Molitor Machinery Company, 118 
South Clinton Street; both of Chi- 
cago, Illinois. 


Van Buren 


18 Gauge Galvanized Iron. 


From E. E. 
Florida. 


Can you tell me where I can buy 
some 18 gauge galvanized iron % 
inches wide? 


Bennett, Apalachicola, 


Ans.—Joseph T. Ryerson and 
Sons, 2558 West 16th Street, Chi- 
cago, Illinois. 

Humidifier. 


From G. A. Bennett, Hart Manufac- 
turing Company, 2006 High Street, 
Louisville, Kentucky. 


Please advise me who makes 2 
humidifier for cast iron warm air 
furnaces of the kind which consists 
of a water pan to be placed over the 
radiator with a supply tank and 
valve float connection on the outside 
of the casing. 

Ans.—Kansas City Furnace Com- 
pany, 326 West 6th Street, Kansas 
City, Missouri. 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


EXPECT HIGHER PRICES 
IN COPPER. 


Indications point to a trend to- 
ward higher prices in the copper 
market. Copper is still quotable at 
from 13 to 13% cents for electro- 
lytic delivered through May, June 
and July. 

It is quite evident, however, that 
the amount of metal available at 
the lower limit of the range is be- 
coming smaller each day. 

In fact, some consumers report 
difficulty in obtaining their present 
requirements at the lower prices. 

However, some of the large sell- 
ing agencies are still quoting 13 
cents and some of the large pro- 
ducers state that their price is from 

At any rate, the market is in 
process of being forced up another 
notch, and in all probability unless 
some adverse circumstances devel- 
op will be firm at the higher price 
before the week is out. 

Exports for the first nine days in 
May are in excess of 15,000,000 
pounds, which is a very encourag- 
ing feature. 

Owen D. Young, vice president 
of the General Electric Company 
and chairman of the Board of Di- 
rectors of the Radio Corporation of 
America, who has recently returned 
from Europe, reports that practical- 
ly all of the new French rolling 
stock for railroads will be electri- 
cally equipped. 

The Paris & Orleans Railroad 
has recently contracted for $14,- 
000,000 of electric locomotive and 
other equipment. 

Westinghouse and General Elec- 
tric will share in the contract. 

Italy is also making rapid prog- 
ress in electrification of industrial 
plants, utilizing as never before her 
abundant water power. for electrical 
development. 

Copper wire and rods are again 
Y% cent higher in sympathy with 
the advance in the price of un- 
wrought metal. 


There is a fair steady demand 
for both drawn and rolled copper 
and brass products. The improve- 
ment has been setady for several 
weeks. 

Increased signs of activity are 
evident in the copper and brass 
plants of Detroit. The greater 
share of these two products are 
utilized by the automobile in this 
territor y—feed tubing, 
mountings, cylinders, etc.—so that 
continued production of auto means 
continued business in brass. 

For some reason, which is unex- 
plained, most of the automobile 
manufacturers appeared to have 
had considerable supplies of brass 
and copper on hand and it is for 
this reason that the Spring rush has 
not had an earlier effect. 


pipes, 


Stock on hand has been deplet- 
ed, however, and large orders, ask- 
ing for immediate delivery are be- 
ing received. 

Reports from all over Michigan 
state that plants and foundries are 
running close to capacity, with 
more men being added to the pay- 
roll from time to time. 

Some of the plants even*report 
orders on hand guaranteeing con- 
tinued work for all hands for at 
deast 90 days. 

Tin. 

In New York, the spot price for 
tin is nominally 3054 cents, but the 
market is so limited that it could be 
bid up or offered down % cent on 
a comparatively small tonnage. The 
inajority of the dealers neither care 
to buy nor sell. 

The same lots of Banka tin con- 
tinue to be offered for sale day 
after day, and while the price is 
now down to 30% cents for prompt 
and 30% cents for import we do 
not hear of any sales reported. 

The efforts to dispose of larger 
quantities of Banka tin than our 
consumers are willing to absorb is 
likely to have a bad effect on the 


tin market generally, for instead of 
buyers accepting the importers’ 
ciaim that Banka is cheap in rela- 
tion to Straits they may reverse 
the argument and say that Straits 
is too much above the price of 
Banka. 


Lead. 


In its review of the lead market 
fer April the “Steel and Metal Di- 
gest” says that the advance of $2 = 
ton in the price of lead which was 
announced on March 30th, was in 
itself the reflection of an increased 
demand, but it immediately had the 
effect of bringing in more buyers, 
and on a large business the leading 
interest raised its price four times 
during April for a total of $9 a 
ton. 

The last advance which was an- 
nounced on April 24th established 
the “official” price at 5% cents 
New York, but the demand was so 
insistent that sales were made in the 
“outside” market as high as 5% 
cents New York and 5.30 cents St. 
Louis. 

Up to the middle of March, the 
St. Louis price was nothing moré 
than steady at 4.40 cents and the 
advance to 5.30 cents or $19 a ton 
in a little over a month illustrates 
the buoyant state of the market 
backed by optimistic opinions and, 
what is more important, solid and 
substantial buying orders. 


Solder. 

Chicago prices of solder re- 
mained unchanged during the week. 

The quotations now in effect are 
as follows: 

Warranted, 50-50, per 100 
pounds, $21.50; Commercial, 45-55 
per 100 pounds, $20.00; and Plumb- 
ers’, per 100 pounds, $18.75. 
Zinc. 

The zinc market continues to ac- 
cumulate strength, notwithstanding 


the fact that the metal is being of- 
fered more freely in England, and 
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that owr export prospects are the 
present mainstay of the market. 
The zinc smelter of the Anaconda 
is running at capacity. 

It seems more than ever likely 
that export trade of some dimen- 
sions may develop, as in the ab- 
sence of domestic activity the mar- 
ket here has held its level while the 
foreign price has come closer to 
possible business. 

On the whole, however, it is a 
waiting market, with little disposi- 
tion on the part of sellers to offer 
freely and very limited consuming 
demand. 

The latter condition bids fair to 
continue while the coal strike re- 
mains unsettled, though recently as 
reported, some good-sized orders 
have appeared sporadically. 


Sheets. 


Notwithstanding the fact that an 
advance of $5 per ton has been 
made by several Eastern makers of 
steel sheets, the leading independent 
producer in Chicago is holding to 
schedule on all grades. 

This independent company is 
booked up for 60 to go days at full 
production and can offer no deliv- 
ery until July or August. 

Demand continues strong and 
some business is being refused be- 
cause of inability to meet delivery 
requirements. 


Tin Plate. 


Reports from Pittsburgh are to 
the effect that buying of tin plate 
has continually grown lighter in 
the past few weeks and the market 
is now distinctly inactive. 

As noted in these reports for 
some time past tin plate consumers 
were particularly fore-handed this 
year in covering their requirements, 
so that the present condition of 
trading is perfectly natural and does 
not indicate any weakness devel- 
oped in the situation. 

The mills have large order books 
still, representing on an average 
several weeks of full production, 
which with the ordinary business 
that is coming in all the time indi- 
cates that they will have a fairly 
high rate of operation for an in- 
definite time. 





The main point is the operation 
in June and July, for there is usual- 
ly a revival in demand late in the 
Summer,.and most of the mills 
seem to expect nearly full opera- 
tion in those months, which means 
that they have good prospects, bar- 
ring accidents, until say October 
Ist. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $15.50 to $16.00; 
old iron axles, $21.50 to $22.00; 
steel springs, $15.50 to $16.00; No. 
I wrought iron, $13.50 to $13.00; 
No. 1 cast, $15.50 to $16.00 all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 8 cents; 
light brass, 41% cents; lead, 4 cents; 
zinc, 2% cents; and cast aluminum, 
a4 cents. 





AMERICAN ARTISAN AND HARDWARE RECORD 37 


Pig Iron. 


The future of the pig iron mar- 
ket is decidedly speculative and for 
this reason both maker and user 
have more or less generally as- 
sumed a waiting attitude. 
the top has about been reached and 
that he is not taking a very long 
chance on waiting until he actually 
needs iron rather than anticipating 
his future requirements at present 
prices. 

On the other hand the producer 
is willing to gamble on the outcome 
and consequences of the coal strike 
and its effect on the coke situation. 

He believes that the strike soon 
will be over and that he will be able 
to get cheaper coke. 

When this is realized he may 
have to sell his iron at a lower 
level, but again he may be able to 
find a market for it around the 
present level or a little higher. 


Steel Ingots Are Now Being Produced at 
an Annual Rate of About 37,000,000 Tons. 


Very Few Price Changes Are Reported among Finished Steel 
Products, but the Level for Semi-finished Steel Is Up. 


TEEL ingot production for 

April by three companies rep- 
resenting about 84.2 per cent of the 
country’s steel capacity was 2,439,- 
246 gross tons, an increase of 68,- 
495 tons, as compared with a gain 
of 625,729 tons in March, accord- 
ing to the American Iron and Steel 
Institute. 

Assuming that those companies 
not reporting produced at the same 
rate the output for the entire coun- 
try was 2,896,966 tons, an increase 
of 81,348 tons as compared with a 
gain of 746,325 tons during the 
month preceding. 

At the present time steel ingots 
are being produced at an annual 
rate of between 36,000,000 and 38,- 
000,000 tons, which compares with 
a rate of 35,000,000 tons at the be- 
ginning of April, 30,000,000 tons at 
the beginning of March, 17,000,000 
tons at the close of 1921, 25,000,000 
tons the first of November, 1921, 
10,000,000 tons the middle of July, 
1921, and 42,000,000 tons as an av- 





erage for the first nine months of 
1921. 

Strip steel, hot rolled, is quoted 
at from $2 to $2.10 per 100 pounds, 
but some business is reported to 
have been taken at $2.25 and the 
market demand is strong. 

Cold rolled is firm at $3.65. 

Structural steel is very active and 
local warehouses report a sudden 
expansion demand in this item from 
builders who can not wait for mill 
deliveries. 

During April the amount of con- 
struction work started in the north- 
eastern part of the country was val- 
ued at $353,000,000, which is a new 
high record for all time. 

The previous record was made in 
July, 1919, when contracts to the 
total of $317,000,000 were entered 
into. 

There was an increase in every 
important class of construction 
work in April, even in industrial 
plants, which have been the last 
group to pick up. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 















































































METALS 





PIG 


IRON. 


Chicago Foundry... 22 00 
Southern Fdy. No. 


2, 23 66 


BLUE ANNEALED SHEETS. 


per 100 Ibs. 36 


Lake Sup. Charcoal 28 00 
Malleable .......-- 22 00 
rine qu4irtt BRIGHT 
PLATES. 
Per Box 
Ic 14x20 112 sheets $10 00 
x 14z20......00% oe ae 
Ixx 14B80. ccccccccce 12 60 
IxXxxX 24280. cc cccccces 13 90 
TXXXX 14x20..........- 15 26 
Ic SORSS. cccccccece 20 00 
Ix SORES. ccccccccce 22 60 
Ixx BOERS. oc cccscode 26 20 
Ixxx SORES. .ccccccces 27 80 
TXXXXNX 20x28........... $0 60 
COKE PLATES. 
Cokes, 180 Ibs.... 20x28 $11 80 
Cokes, 200 ibs.... 20x28 12 00 
Cokes, 214 lbs....IC 20x28 12 35 
Cokes, 270 Ibs....ITX 20x28 14 10 


Base eccccceoe per 106 Ibs. $8 38 
@NE PASS COLD ROLLED 
BLACK. 

No. 18-20....... per 100 Ibs. $4 10 
No. 223-34......- per 100 Ibs. 4 15 
ee Saerre per 100 lbs. 4 20 
_ ©. soerreeere per 100 Ibs. 4 25 
Pn Deenccennees per 100 Ibs. 4 30 
WE BB ccececcas per 100 Ibs...4 40 
GALVANIZED 
= eyes per 100 lbs.$ 4 55 
a are per 100 Ibs. 4 70 
eS err per 100 Ibs. 4 85 
Pe Denccacense per 100 Ibs. 5 00 
Pn Mtidesaswan per 100 Ibs. 5 15 
Be BBs cctivdaws per 100 lbs. 5 30 
ee per 100 Ibs. 5 80 
BAR SOLDER. 

Warranted. 
eee per 100 lbs. $21 50 
Commercial, 
 sesseud per 100 lbs. 20 00 
Plumbers ..... per 100 Ibs. 18 75 
ZINC, 
P< cdbanasedaeedcasd 5 50 
SHEET ZINC. 
Cask lota, stook....ccccccess 8%ec 
Less than cask lots.......... 9c 
COPPER. 
Copper Sheet, mill base..:.$0 19 
LEAD. 
American Pig .......¢+:. 2..$5 75 
Di “imivehsneeeoceaesaatie 6 60 
Bheet. 
Pall eelis. 2.2.5 per 100 lbs. 8 00 
Cut coils --Per 100 lbs. 8 25 
. TIN. 
POR GB «ccccccces per 100 Ibs. 34 10 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 





CESSORIES. 
ADZES. 
Coopers’. 
Berten’s ..ccccccscccccccces Net 
WEED ccccccccccccccccs -+.Net 
AMMUNITION. 
Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 
POWGEP ..ccccccccccccees 18% 
Winchester. 
Smokeless Repeater 
Grade <ccccscccecs ~-20 & 4% 
Smokeless "Leader 
whabs- 000606608 20 & 4% 
Black “powder eeccece 20 & 4% 
Cc. 
‘Nitro CRED cccccee +++ 220 & 4% 
APTOW_ coccccce ces +++ +20 & 4% 
New Club .....sseeees 20 & 4% 
Gun Wads—per 1000. 
Winchester 7- $ gauge 1047% % 


9-10 gauge 10&7% % 


o 11-38 gauge 10&27% % 
ASBESTOS. 

Popes =e up to 1/16........ 6c per Ib. 

nheeeenecoes %c per Ib. 


Miliboard 8/32 to ae 6c per Ib. 
Corrugated Paper (250 
sq. ft. to roll)..... $6.00 per roll 


ERS. 
40 @ 40410% 
50% 


Bouney’s seeseens per doz. $30 00 


‘ole. 
9 Post Hole and Well 
ccccccccccccccoccese ORG 6% 
Vau han’s, 4 to 9 
ithout oS en. $14 00 


AWLS. 


Brad. 
No. 3 Handled... per doz. st 6b 
No. 1060 Handied 1 40 
Patent asst’d,lte4 “ 86 
Harness. 
Common ........- per doz. $1 05 
DEE «iénececens a 1 00 
Peg. 
Shouldered ..... “ 1 60 
Patented ....... as 76 
Scratch. 
No. IS, socket 
Handled ....... per dos. $2 60 
No. 344 Goodell- 
Pratt, list less........ 40% 
No. 7 Stanley. . -per uit ot 6 


AXES. 
First Quality, Single 
Bitted (unhandled), 3 to 
4 Ib., per dow.....e..-ee- $11 00 
Good Quality, Single 
Bitted, same weight, per 


GOB, cccccccecccece covcce 20 


Universal. 


wen _forme esoce List less 256% 
o0eeoese ist less 25% 
naman WRECKING. 
Wp @ Be BA, Be cccccccecece $0 45 
Vo Oe de Bets Bbccnccacececes 0 76 
Vo OD Be BBs Bebe cccvccecces 0 80 
VV. & B. Ne. 80. ..ccccees «+. © 85 
VY. & B. We. BBO. .cccccccces 0 90 
BEVELS, TEE. 

a - why Rosewood handle, _ » 
Stanley iron’ handie.........Nets 
BINDING CLOTH. 

BINS cccccccccceccces ovetesaa 55% 
MED aceresccccesoeceece soe SO 
Brass, plated ......eceseeves 60% 
BITS. 

A ag ° 
ennings Pattern...... es 
Ford’s Ship....... 
ee stepeabecaneed 





Russell Jennin 
Clark’s Expans te 


1 
-++-38%% 





Countersink. 
American Sones = : xs 
sad Fiat “oe “ 1 40 
Dowel. ° 
Russe] Jennings ...... plus 20% 
Gimlet. 


Standerd Double Cut Gross $8 40 
Nail sores Single 


«++++-Gross $4 00—$5 00 
wei...4 
Standard Square.. Doz. $2 4 
American Octagon. . 256 
Screw Driver. 
No. 1 Common....... Bach 18c 
No. 26 Stanley........Hach 70c 


BLADES, SAW. 
Wood. 


 — 30-in. 


coccee 40 26 
$8 90 $9 45 $65 40 
a 30-in. 


serene 


$9 45 810 “os $9 “Os 


BLOCKS. 
WEOGER cccccccccscccccocese 20% 
Patemt ..cccccccs geoccccesece 20% 
BLOW TORCHES (See Firepots). 
BOARDS. 
Stove. Per doz 
1 








0, Seeeone 
86, paper lined....... 8 15 
8, . Re - esesses 2 
30x30 ” S sess BW 


Wash. 
No. 760, Banner ry! 


si ooccee doz. $5 256 
we thh passer Globe 


Be in 69 
©) ..----.per dos. 
No. 801, os King, per doz. 8 25 
No. 866, Single—Piain 
PUMP cccccccccccscess 6 26 
BOLTS. 
Carriage, Machine, etc. 
Carriage, cut thread, %xé6é 
and sizes smaller and 
BHOrter ..cccccccccce 60 Fl §% 


Carriage sizes, larger 
longer than %x6...50 & 10% 
Machine, %x4 and sizes small- 
er and shorter.60 & 10 & 5% 
Machine, sizes larger one 


longer than %x4....60 & 5% 

BOOVO ccccccccccccccecccces 80% 
Mortise, Door. 

Gam, WER coccccesccccccce 5% 

Gem, bronze BNI... cccccve 5% 
Barrel. 

Came cecccee $e0esvenenecess Net 

Wrou ght eccesooccccece wae 

Wrought, bronzed épxeens oe * 
Flash. 

Wreught .ccccccccccccccces Net 
Spring. 

Wrought ..... ss eeeees seose @ 

Wrought, heavy 94606000008 aaa 
eee . 

BOXES. 

Mail, No.. 2 4 16 

Per doz..$18 00 $23 00 $39 00 
Cast Iron. 

POP GOB. ccccccceccceseces $9 5e 
Mitre. 

Stanley’s.........+.- 


t Prices 
Stearns, No. 2..per a $48 00 


BRACES, RATCH 
Goodell-Pratt No. 408 
= rs +4 


o i) 





V. & B. No. 444 4 a 

Vv. & B. No. 383 8 in 

Vv. & B. No. 222 8 in.. 

Vv. & B. No. 111 8 in........ 

V. & B. No. 11 8 in......... 
BURRS, RIVETING. 
Copper Burrs only..........-. 50% 
Tinners’ Iron Burrs only...... Net 
BUTTS. 

Steel, antique copper or dull ™ 
brass finish — case lots — 
3%x3%...per dozen pairs $2 75 
sah ps “a 3 80 

Heavy Bevel steel inside 
sets, case lots— 

geeses per dozen sets 7 60 

Steel bit haved a door 
sets, each 1 80 

Wrought brass. “bit ” keyed 
front door sets, each.... 3 26 

— front door sets, _— 


CALIPERS 
DeURIe accoccdecededsecs coceces Net 
inalde. and Outside........... - 
Wing ..... nan chedes teen eodeos = 
CARRIERS 
Hay. 

Diamond, Regular...each, nets 
Diamond, Sling...... “ “ 
CASTERS. 

Standard—Ball Bearing, 
e00neeeees conevcneees 50 & 10% 
Bed ..... n0b66 0666600006660 40% 
Common Plate. 
Brass Wheel .......-.++-: 56% 
wee x - qmeney wheels, 
ist eccccecce OO% 
Philadelphia Piate, new 
1 eccccccceccccoccecess 0% 


Martin’s 
CATCHERS, GRASS, 


No. ieee. coccococc OP doz. $13 26 
Noe. 16GB. cccccccce 461 


CEMENT, FURNACE. 
American Seal, 5 > cans, net $o as 


“ oe 10 ~ -—- . iy 1 +4 
Asbestos, 6 Ib. cans.. = 46 
Pecora, 6 Ib. cans.. ve 45 

= 1@ ib. cans.. - 90 

= 265 Ib. cans....- - 3 

CHAINS. 
Oryith Gina 4a { $6 
@....doz, 60 
Without Slide. . . ae 6 06 
Doublesiack ... = 9 36 
With Covert Snaps “ 6 38 
Picture Chains. 
Light brass, 3 fxs per doz. 1 26 
Heavy brass, 1 75 
Sash Chain. (Morten’s) 
Steel, per 100 ft. 
© sGideaseesiaonienetes +-+$2 60 
ie ieee tra dae keaade bores enee oo BS 
DL ésnenekedeobheseeneonscsud 3 60 
Champion Metal. 
i sstkewaeens bdeseéeesens 5 40 
a. sbebbngh en aeeaeeve scone 


é ccccccce 8 VO 
Champion Metal.—Extra Heavy. 
SUE teecetennccecsecsicncs $9 60 
Cable Sash Chains. 
Beasbccccces List Net Plus 15% 
CHALK, CARPENTERS’. 
BI Secceoococee ee 
ey perso. HE 


eee. we 80 
0 30 


DS. ceadances 
CHIMNEY TOPS. 
Be BO cc ccceese --Per bag $1 80 
CHECKS, DOOR. 


ee ccccccccece ++eeeNet list 
ceccccece ereees--Neot list 


CHISELS. 
in., each $0 44 
in., - ea 


Cold. 
Good quality, 


Diamond Point. 


Vv. & B. No. 15, S -o-oe-s 8 


V. & B. No. 15, % in....... 0 4 
rmer Bevelled. 
Round Nose. 

Vv. & B. No. 65, % Im........ 0 83 
V. & B. No. 66, % Im........ 0 44 
Socket Firmer. 

Cape. 
Vv. & B. No. 60, % in..... 0 29 
Vv. & B. No. 60, % Iin..... 0 64 


CHUCKS, DRILL. 
Contetra, for Goodell’s Screw 


rivers........ List less 35-40% 
Yankee, for Yankee Screw 
TOVETD ccccccscccscocccces $¢é 00 
CHURNS. 
Anti-Bent Wood, 
Each... .. 2.188 00 seo 48s 
Belle, Barrell......... 65 & 71%% 
Coes Dash, 5 
nbabeet enue 7 
Per GB co cheses ° ‘$17 00 19 00 
OLAMPS. 
djustable. 
wy ty jbtndeeeéoebes +++ 30% 
Hh Ps néceenen saad 20%, 
Cabinet. 
DE Gkcenndoesnceadeosade 20% 
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